SIX DOLLARS A YEAR—ONE DOLLAR A COPY 
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a... House - home 


For complete contents, see p. 97 


The quality house _ gets a tremendous boost 
from the new Housing Act and builders move up to a higher price bracket (p.106) 


Quality plus power equipment _telps St. Louis builders to grow steadily (p.128) 


Levitt moves up in price as he shows his 1955 models 
and ends 25 years of experimentation in design and planning (p.136) 


Quality Parade of Homes in Wichita gets the whole city excited over better houses (p. 118) 


Frank Lloyd Wright _ gives design ideas for architects and builders (p. 98 and below) 
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NEVER BEFORE at sucH low PRICES! 


SPARKLING BEAUTY . _ COPPEE or - STAINLESS 
anodized Aluminum .. WHITE Steel and STAIN-— 
LESS Steel . . in new, graceful, flowing design. 


ENGINEERED FOR EFFICIENCY .. The powerful, 
compact NuTone No. 870 Twin Bie Fan is easy to 
install in steel or wood cabinet. Installation Kit Free. 


LOWEST PRICES . . NuTone has built am completely 
new factory in order to MASS PRODUCE N 
Hoods at prices even the lowest cost homes can afford! 


FREE . . Get all the exciting news by writing: for in- 
stallation data, catalog, and low prices. Bei is ie 


3 incinnati 21, Ohio <P 


7 : = ra 
te en Ae 
we ee ee a OR ee 


NUTONE, INC., DEPT. HH-11 CINCINNATI C27, ne io eo 
Please rush catalogs and low prices. Ty ee : 
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The HOOD Traps" 
Hot, Greasy Odors 


-ohhe FAN Exhausts 
Them Fast! 


EXCLUSIVE FILTER GRILLE . . . No screws — 
Just snap it down and wash like a dish — 
in 30 seconds. Keeps inside fan and ducts 
grease-free. Walls stay clean and bright. 


IN-BUILT SWITCHES UNDER HOOD ... Control 
light and fan. Concealed “NON - GLARE” 
lighting. Removable Metal Reflector. ... 
No special bulbs. No extra lenses to clean. 


GRACEFUL FLOWING LINES . . . Recessed to 
fit all metal or wood cabinets—11¥%2” to 
13%” deep. Extra depth extends to front 
burner of range—Traps all greasy vapors. 


MAIL COUPON 


FOR CATALOGS AND 
INSTALLATION DATA 


State of homebuilding 


Sales continue strong under stimulus of easy money, 
new Housing Act. insurance companies sock away more 


funds in mortgages. Will the federal money policy shift? 


Both heavy and light construction forged ahead in the third quarter, accompanied by 
predictions of firmer money rates to come and an astonishing increase in nonfarm 
mortgage investment by insurance companies. Residential building scored high in 
September, with a preliminary total of 114,000 starts (private starts reached 111,900, 
up 21% from last September’s count), putting total units to date 5% above what they 
were last year. Combined residential and commercial building in September matched the 
all-time peak volume of $3.6 billion reached in August. 

John Dickerman, executive director of NAHB, summed things up this way: “Sales 
in the main are good. Mortgage money is in reasonable supply. Costs are fairly well 
stabilized, although there is a tendency for them to creep up in a few areas. Competition 
has eliminated marginal operators whose activities have reflected adversely on the industry 
in the past.” Tom Coogan, former NAHB president, narrowed homebuilding’s problems 
down to financing: “Easy money has some defects. Easy money goes into the usual 
channels. The same segments of the housing market that have had an easy time are hav- 
ing an easier time. The segment of the market that is hardest to serve has seen very little 
improvement. If we are to prevent overbuilding in the type of house builders like to 
build and bankers like to finance, we must do a better job of serving remote areas, small 
towns, minorities, aged housing and in areas under domination of a bank or banks 
which do not cooperate with FHA and VA programs.” 

One question was: would the easy money policy last? Treasury Secretary Humphrey’s 
$4 billion piece of deficit financing at the lowest interest rate in a decade—and for only 
two years, seven months—smacked of « practical continuation of the administration’s 
policy of active ease in the money market, But some housing economists foresee a 
tightening ahead, perhaps in December when $10.5 billion in privately held government 
obligations come due, Experts of the persuasion that interest rates will go no lower 
expect the Treasury to turn then to refunding on an intermediate or long-term basis. The 
result, under present conditions, would be stability rather than disruption, they contend. 

An influential group of life insurance companies are arguing for the desirability of 
increasing the volume of longer maturity bonds. It also appears that life insurance 
companies as a whole are putting a larger volume of money into mortgages. For the first 
seven months of 1954 (latest data available) nonfarm mortgage acquisitions by life 
insurance companies were 8% above thesame period in 1953. More striking, the record 
of nonfarm mortgage investment by 40 major companies, through September of this 
year, exceeds the 1953 period by 30%. There was one potential drain on these funds. 
The possibility exists that bond issues to finance the President’s $50 billion highway plan 
would draw money away from construction. Investment money from ever increasing 
pension funds (see p. 48) would at least partially offset such a drain. 


FHA acts to cut huge backlog of applications, 
eases unpopular ‘escape clause’ in appraisals 


(after lengthy hassels) to break with tradition 
and use fee appraisers temporarily to handle 


FHA was swamped with a rush of business 
that put most of its offices at least three weeks 


behind in processing applications and jammed 
some with a ten-week backlog. Commissioner 
Mason, eyeing the flood of housebuilding 
touched off by easy mortgage money and the 
new Housing Act, said he felt “like a store- 
keeper nearly trampled by inrushing custo- 
mers while still in the act of posting the ‘Big 
Sale’ signs.” Mason, a candid Yankee lumber- 
man, also admitted: “The backlog in pro- 
cessing has us over a barrel in some spots.” 
To ease the crisis, FHA took four steps: 
> Wangled approval from the Budget Bureau 
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part of the work load. They will be used only 
on existing property at least a year old, at 
the lender’s option and expense. As FHA 
General Counsel Frank Meistrell noted, FHA 
will reserve the right to modify or reject their 
appraisals. Moreover, the regular FHA pro- 
cessing fee of $20 will still be due. FHA 
began using the VA list of appraisers. 

> Began hiring 300 new employees for field 
offices, although, as Mason pointed out, 300 
more men among FHA’s 84 offices “does not 
mean many new ones in each office.” 


> Wangled Budget Bureau approval for back- 
logged offices to work nights and told all its 
field offices to remain open Saturdays until 
further notice. This and the 300 more em- 
ployees will be financed by $1.2 million from 
FHA’s budget for April-June °55, which 
means FHA will have to ask Congress for a 
deficiency appropriation next spring. 

» Adopted, apparently temorarily, a new “con- 
ditional-conditional” commitment procedure. 
Under this, FHA architects will check plans 
submitted by builders against FHA’s mini- 
mum property requirements, but underwriters 
will not take time to estimate cost. If plans 
meet FHA standards, the agency will issue a 
conditional commitment leaving the valuation 
open until the backlogged underwriters can 
get around to it. How much this will help, 
FHA officials themselves were unsure. 

“By Christmas,” predicted Mason, “we'll 

have the backlog problem licked.” 
Whose fault? The blame for the backlog 
seemed to rest pretty squarely on Congress. 
First, it wrote a requirement into the 1954 
housing law that buyers must be given a 
look at the FHA appraisal before they buy a 
house.* When FHA interpreted this into a 
seven-day free option for buyers to back out 
of deals (to the dismay of realtors), the in- 
dustry turned to the next best course of 
action: it was demanding conditional com- 
mitments on every piece of existing property 
which might be sold under FHA—the only 
visible way to have the FHA appraisal on 
hand when a buyer appears. In September, 
FHA applications covering old houses were 
up 40% from August; applications on new 
houses were up only 8%. 

Second trouble was that Congress, as usual, 
was too stingy with FHA’s appropriation, 
although the agency operates at a profit. FHA, 
seeing the rush coming in August, asked for 
$4 million more to hire 500 more appraisers, 
inspectors and processors. Congress voted 
only $1,250,000. 


* Responding to industry appeals, FHA announced 
it will amend the legal form on which home buyers 
must certify they have seen the FHA appraisal. 
The new form will provide for a seller’s estimate 
of what the FHA appraisal will be. This will be 
signed when the sales contract is written, If the 
actual FHA appraisal is no lower than the esti- 
mate, the contract will remain binding. If not, 
the seven-day escape clause will apply. Commented 
General Counsel Meistrell: “I don’t think Congress 
intended to let buyers get out of deals because 
the wife decides she doesn’t like the view or the 
color of the bathroom.” 


FHA, VA, warranty goes 
into effect on new homes 


Although somewhat tardy in telling its field 
offices last month how to carry out the build- 
ers’ warranty requirement of the 1954 hous- 
ing law, FHA did not think the program 
had been seriously inconvenienced. Reason: 
the provision only applies to commitments 
issued on or after Oct. 1 on one- to four- 
family housing involving construction not yet 
started. FHA pointed out that houses which 
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must be warranted still had to be built and 
sold. VA, which also must require a war- 
ranty, had its documents out on time. 

Identical warranty certificates will be used 
by FHA and VA. It is a fairly comprehensible 
federal form to be signed by both the builder 
and purchaser stating that the construction 
is in “substantial conformity with the plans 
and specifications.” If the buyer feels that 
there has been noncompliance, he must 
notify the builder in writing within one year. 
Redress, if a builder fails to respond to 
legitimate complaints, is primarily up to the 
federal courts, not FHA or VA. But both 
agencies have made it clear they will black- 
list bad actors. 

The two agencies decided the warranty 
will remain in force for the full year even 
if the house involved is sold. Some builders 
think this is stretching the law a bit. But 
they are not inclined to make an issue of it. 
There is no rule to stop a builder from 
giving a separate warranty of his own pro- 
viding it does not alter or void the one re- 
quired by the government. But builders are 
not expected to continue issuing their own 
guarantees; it would be too confusing. 

The year’s warranty will begin, FHA ruled, 
on one of three dates: 1) if the sale is after 
completion but before occupancy, on the date 
of title conveyance, 2) if construction is com- 
pleted and the house occupied before title 
conveyance, on the date of initial occupancy, 
3) if title is conveyed prior to completion, on 
the initial occupancy or completion date, 
whichever is first. 

Can a builder charge a customer, who in- 
sists on having his own, for a set of blue- 
prints? Builders who put the question up to 
FHLA’s General Counsel Frank Meistrell and 
VA’s T. B. King got this advice: “If you sell 
a house under the group plan, tell the man 
to see the plans at the VA office. If he still 
wants his own, give him your architect’s name 
and address” and let him buy a set. Will FHA 
and VA recognize the extra cost of servicing 
warranty complaints? Even unmerited gripes 
will have to be investigated by homebuilders; 
some builders figure they must allow $100 a 
house to cover the contingency. Opined FHA’s 
Meistrell (without actually ruling on the 
question): “There is a good deal of merit in 
the point.” Said VA’s Bert King: “I don’t 
think we can do it.” 


National Homes to build 
$1 million plant in Dallas 


Shooting at a 1955 output target of 30,000 
homes, National Homes Corp., the nation’s 
biggest prefabber, announced plans to build 
a $1 million plant at Dallas (250,000 sq. ft., 
work force: about 500) to produce some 75 
houses a day starting next spring. Last fiscal 
year (ended June 30), National sold 14,127 
nonfarm houses, an 11% jump over the 
12,738 for fiscal 1952-53. For calendar 1954, 
President James Price figures National will 
produce 2.16% of the nation’s nonfarm 
single-family houses. 


SIDELIGHTS___ 


‘Look-alike’ homes banned 


Princeton, N. J. (pop. 12,230) has become 
the second municipality near New York 
to adopt an ordinance banning construc- 
tion of “look-alike” houses—a step which 
town fathers expect will prevent mass-pro- 
duced housing. (A recent Gallup Poll 
showed 47% of persons in general are in 
favor of such legislation, 37% opposed and 
14% in the dark; feeling in favor was 
much stronger in the suburbs.) Princeton 
was roused to action by a development of 
ranch houses. The outcome (there was vir- 
tually no opposition) was described by the 
Princeton Herald as an “attempt to deal 
with the intricate problem of encouraging 
growth while maintaining the esthetic 
beauty of a small country community.” The 
law requires that “no building shall be like 
or substantially like its neighbors” in more 
than three of six respects: 1) height and 
2) length of the roof, 3) angle of the roof, 
4) length and width of the house, 5) re- 
lative location of windows to each other 
and to the door, 6) relative location of 
attached garages or porches. 

To fall outside the “look-alike” ban, 
differences in dimensions must exceed 2’. 
And houses with end-to-end or side-to- 
side reversal do not qualify as different. 
The new rule applies to a house within 
two lots in any direction of the one it 
resembles. Princeton patterned its law 
after an ordinance adopted by Scarsdale, 
N. Y. in 1950. 


Return to yield insurance? 


FHA Commissioner Mason named an intra- 
office committee to see what can be done with 
yield insurance—an old (1948) system under 
which FHA would insure bonds for financing 
rental housing, guaranteeing the investor his 
payments. FHA is mulling over the gimmick 
as a means of bringing fresh (and conserva- 
tive) money into the dormant multifamily 
field. It is probable, however, that the con- 
servative money (i.e., insurance companies) 
is less than wild about yield insurance be- 
cause of its small return. The committee will 
have to do a deal of refurbishing of the 
program before it gets near application. 


Public housing income limits 


The city of Bridgeport, Conn. seemed to be 
getting too fat for its public housing. It has 
plenty—one out of every six rental units 
was built under either federal or state sub- 
sidy. The trouble has been to keep this 
16% filled. Last month, spurred by in- 
creasing vacancies, the Bridgeport Housing 
Authority and the regional office of PHA 
squared off with opposing solutions. 

Harold Poole, executive secretary of the 
local authority, argued at a meeting in 
Bridgeport that the only way to fill the proj- 


ects was to raise the ceiling on incomes. 
The federal units—where the ceiling is $3,500 
a year for a couple with three children, ac- 
cording to Poole—have been the hardest hit. 
Some 270 units in four projects (total units: 
2,539) are already vacant. Within the next 
few months, said Poole, another 300 will be- 
come vacant when the Housing Authority 
cracks down with court action to evict this 
number of families as being over the income 
ceiling. The 1,400 state units had 600 
vacancies a month ago, but Poole has started 
filling them by doing two things: increasing 
the maximum income level to $6,000 and 
cutting the rents $5 to $8, to between $65 to 
$69 a month. He has not been able to do that 
on the federal level. His view: “The existing 
federal income levels for admission are un- 
realistic and ridiculous.” 

Nothing doing, replied Herman D. Hill- 
man, director of the New York field office 
for PHA, covering New England, New York, 
New Jersey and Pennsylvania. The law is 
explicit, said Hillman, that the highest rents 
charged in federally subsidized housing proj- 
ects must be 20% under the rent charged for 
similar quarters in standard type private 
dwellings. Said Hillman: “Bridgeport and 
its high-earning industrial workers is not 
unique. It’s like any other American com- 
munity. Let’s not beat that dead dog around.” 

Hillman charged the local authorities with 
failing to create a “climate of livability” in 
their projects so that tenants had begun to 
feel that the public housing was not a 
good place to live. Poole replied that the im- 
provements the PHA director had suggested 
—employment of maintenance superinten- 
dents, rehabilitation of grounds and _build- 
ings, etc-—would mean undue expense. 

Poole said he wants to operate the projects 
as businesses and show a return. (Two years 
ago the authority scored a first in showing 
a net profit of $10,000 in operation of the 
four federal projects.) He does not believe 
that under present rent ceilings Bridgeport 
will ever have enough eligible families to fill 
its public projects. The possibility of rais- 
ing the ceilings seemed slim. Hillman’s most 
optimistic comment was that this might be 
done “if the findings of an economic study 
suggest such a change.” 


Sell public housing? (cont’d.) 


Public Housing Commissioner Charles E, 
Slusser, a realtor himself, replied last month 
to NAREB's suggestion that state legislatures 
be pressured to enact laws requiring sale of 
public housing if local voters approve (H&H, 
Oct. '54, News). Said Slusser: ‘‘In their eager- 
ness to produce and slay a dragon to impress 
the paid-up membership, they have taken a 
useful cow, painted it black and hung a 
socialistic tail on it.’"’, The commissioner add- 
ed that he was all for letting every city ‘‘vote 
on whether it wants to deprive itself of ... 
public housing.’’ Reason: he doubts any city 
would, 
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WARDWELL DEXTER 
Took Powell’s bets 


NAHB’S MANILOW 
Loaned Powell $7,500 


INS 


ARCHITECT CASSEL 
A $10,000 bribe? 


JOHN BARD OF GAO 
Checked Powell’s bankbooks 


No quarter: senators keep FHA probe popping 


Justice Dept. forms criminal and civil divisions to examine 
housing; Clyde Powell goes before a grand jury 


The Senate banking committee’s artillery 
finally found its range. After six months of 
target practice, the big guns were finally 
zeroed in and witnesses on the receiving end 
were taking cover in everything from protes- 
tation of loss of memory to the foxhole of 
the Fifth Amendment. What was more, Cape- 
hart said he had just begun to fight. 

Next barrage: Nov. 9 in Washington. The 
senator (who had in effect been running a 
one-man show during the summer) said some- 
thing tantamount to the fact that he would 
fight it out along these lines if it took all year. 
He also announced he would ask Congress 
for another $70,000 so the banking committee 
can keep a small staff (present strength is 40, 
counting borrowed men riding herd on FHA. 
“It has not been investigated during the 20 
years it has been in business,” said Capehart, 
“and its record stinks.” 

The material that was stimulating the ro- 
tund Capehart to keep the ball rolling—and 
indeed was beginning by its very weight and 
repetition to do increasingly real damage to 
the housing industry’s prestige—was about 
equally divided between testimony from the 
building profession and from erstwhile FHA 
employees. The nub of the nastiness was sus- 
pected collusion between the two. If this kind 
of graft could be proved, there would be no 
stopping the investigation. The strongest move 
to date toward proving it was Atty. Gen. 
Brownell’s order for a grand jury investigation 
(many thought it had been a long time 
coming) to see whether at this date, when the 
statute of limitations may have run on many 
deals, anybody can be indicted. 


Double-barreled battery. The astonish- 
ing legal news last month was that in addition 
to setting up a special criminal division to 
tackle housing, Brownell ordered a new civil 
division formed “to coordinate all civil matters 
growing out of the recent FHA investigation 
... .” It will make a study of “windfall” 
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projects and determine whether the rents in 
same can be reduced. Asst. Atty. Gen. Warren 
E. Burger is in charge. 

On the other side of the fence, HHFAd- 
ministrator Albert Cole set up his promised 
civil compliance organization to watchdog 
everything in HHFA under two heads — in- 
spection and special investigation. Under 
the guidance of Acting Director David Alls- 
house (he has been assisting Investigator 
William McKenna) the two-pronged body 
will report on the effectiveness of the compli- 
ance machinery in the agency, audit reviews, 
check office operations, and at the same time 
conduct investigations rising from complaints 
and if necessary refer them to Justice. 


Top of the barrel. No. 1 object of atten- 
tion remained Clyde L. Powell, assistant FHA 
commissioner in charge of Sec. 608 rental 
housing during its entire life (he resigned 
while being ousted last April 13). Since the 
investigations began, Powell had been the 
chief target for insinuations by investigators. 
Last month he graduated—out of insinuations 
and on to the mat. In the process, he was 
charged with contempt of court. 
Powell—who looks like a shaven Santa 
Claus—was up against interesting testimony 
about his finances in the Senate hearing 
and also up against the grand jury. In the 
latter instance, he was under the scrutiny of 
Max H. Goldschein, a top prosecutor with the 
Justice Dept., assigned to assist US Atty. 
Leo Rover in presenting this case (and other 
housing cases) to the jury. One of Gold- 
schein’s first moves was to get Powell before 
District Court Judge Dickinson Letts and 
have the judge tell him (Powell) that he 
could not invoke the Fifth Amendment (which 
he has repeatedly done before) in a case 
where “official documents” were concerned. 
The questions: did Powell take such docu- 
ments with him when he left FHA? Any 
appointment books? Any desk calendars? 


Powell’s new answer: “I have answered your 
questions.” He was then charged with con- 
tempt. In the event of conviction, a jail sen- 
tence or fine is possible, although there is no 
minimum or maximum sentence fixed by law. 
The Senate hearings were treated to some 
testimony from a parking lot operator named 
Wardwell Dexter (see cut) who took horse 
bets from Powell. The bets averaged $100 to 
$120 a day for a nine-months period in 1940 
and 1941, said Dexter, and on one losing 
$1,500 bet he was never able to collect. 


Spread of the web. With such a focal 
point as ex-commissioner Powell, there was 
bound to be fringe testimony of all sorts. 
The banking committee was told by Govern- 
ment Auditor John Bard (see cut) that dur- 
ing the years 1945 to 1954 Powell’s bank 
accounts showed he had received some 
$138,000 more than his salary and travel 
allowances for that period. An architect 
named Albert Cassel (see cut) who helped 
develop a large Negro apartment house ven- 
ture in Washington, testified that he gave 
Powell $10,000 to get the mortgage raised 
from $2,800,000 to $3,509,000. Chicago Build- 
er Nathan Manilow (first vice president of 
NAHB—a fact the newspapers did not re- 
cord) said he lent Powell $7,500 when the 
late Edward F. Kelley, Lllinois state FHA 
director, told him Powell was “in a difficult 
situation.” A few months later Powell au- 
thorized Manilow to collect two months ad- 
vance rent from tenants in his Park Forest; 
Manilow said the money went into school 
bonds for the development.) Powell paid 
back $2,000 and then paid the remainder to 
Manilow in a Washington hotel, said Mani- 
low. Capehart challenged Manilow’s state- 
ment, said he had carried the $5,500 as a 
bad debt on his 1949 income tax return but 
that IRS had disallowed it because he could 
show no effort had been made to collect the 
debt. 

“That might be their position,” said Mani- 
low, one of the plainest-spoken of builders. 
“I don’t know what prompted me to overlook 
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now... more than ever... the most complete and 
most flexible BUILDER’S LINE of air conditioning 


Chrysler Airtemp 
introduces the “SPACE SAVER” 


...@ year ’round air conditioner that 
requires only inches of floor space! 


Here’s your best answer yet to the problem of how 
to build in year ’round air conditioning where space 
is at a premium—in homes with or without base- 
ments. The new Chrysler Airtemp “Space Saver” 
gives you all of these features: 


1 Easily installed anywhere in the house—as 


Hi-Boy “Space Saver.” little as 22” x 30” floor space required! 


2 Heating alone can be installed when you build 
a house, but you can show the buyer how he can 
have cooling added later—with absolutely no 
alteration. 


New, inverted “V"- 
type cooling coil looks 
like this inside. 


3 Available with waterless or water-cooled con- 
densing unit. 


Lo-Boy “Space Saver.” 


4 Counterflow and conventional models available. 


5 Automatically cools or heats—no dampers to 
change. 


Now, with competition becoming keener, you can 
cash in on the tremendous buy appeal of year round 
air conditioning as never before. And, with the revo- 
lutionary new “Space Saver,’ Chrysler Airtemp 
makes it possible for you to build in year ’round air 
conditioning in less space and at less cost. Call your 
Chrysler Airtemp Dealer (he’s in the Yellow Pages) 
for all of the facts . . . or write to Airtemp Division, 
Chrysler Corporation, Dayton 1, Ohio. 


* LIVE IN THE 
Comfort Zéne 


Air Conditioning’s 
other name... 


Chrysler Birtemp 


CHRYSLER 


D1 VoL Si.O.Ng OF OG HeRayeS, Ca rar 


AIR 


CONDITIONING + HEATING FOR HOMES, BUSINESS AND INDUSTRY 
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DR. GOTTLIEB 
No practice since ’39 


No taxes on $790,000 


it. I didn’t advise my people in the office 
that I had received this money.” 

What made Capehart hit the ceiling, 
though, was a press release Manilow issued, 
beginning: “It was impossible for Clyde L. 
Powell, chief of the rental housing division 
of FHA, to determine the size of a housing 
loan. . . .” Capehart thought the fact that 
Manilow had issued something that had not 
been brought up at the hearing was “repre- 
hensible,” called the press release a “100% 
smoke screen.” 


Sideswipes at large. Some of the data 
flying around was not so clear cut. In Chicago, 
for example, Mortgage Banker Ferd Kramer 
(president of Draper & Kramer) had to clear 
himself when an erroneous newspaper account 
listed a building corporation he headed as 
having received a $100,000 windfall. Untrue, 
Capehart himself agreed. Sen. Paul Douglas 
(D, Ill.) joined in Kramer’s defense when 
he became aware of as neat a piece of party- 
line trumpery as had cropped up in days. 
Fact was that the story got booted into print 
through a letter from James C. Moreland, 
former GOP ward committeeman in Chicago 
and now FHA chief there, to Sen. Everett 
Dirksen (R, Ill.), noting the miscalculated 
figures and also noting that Kramer was an 
active supporter of Douglas. 

The phony “windfall” was actually con- 
fused with $100,000 in rents that the Kramer 
building was collecting as the result of an 
excessive cost estimate the Chicago FHA 
office made at time of construction. Kramer 
had estimated the cost at $7.2 million (which 
proved about right) and was unable to argue 
the FHA out of an $8.7 million estimate 
(which meant that the building corporation 
had to put up more cash). No question of 
“windfall,” said Kramer. “We were limited 
in our FHA Joan to $8,100 an apartment. This 
came to $6,354,000, which was nearly a million 
less than our construction costs.” 


Mixed up money. The Woodner case was 
being fattened into a prize guinea pig of a 
pattern for suspect construction and operating 
methods. The General Accounting Office came 
up with assertions that proceeds of the FHA- 
insured mortgage on the Woodner apartments 
had been “improperly used,” that the corpo- 
ration’s propensity for mixing business and 
personal accounts “inflated costs,” required 
“de luxe rental rates” and “jeopardized the 
government’s interest as insurer.” Items: de- 
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BUILDERS STARK AND BART 


INS 


BUILDER KASKELL 
$1 million for what? 


tective fees of $87,000, which Counsel Simon 
contended were used mainly for private pur- 
poses; a “promotion” check for $2,000 that 
Woodner wrote himself for a trip to Nassau. 

More interesting was the fact that in 1952 
Woodner hired Franklin D. Richards—a 
month after he had given up his FHA com- 
missionership — to help out in getting FHA 
to reverse itself and permit some of the ac- 
commodations in the Woodner apartments to 
be used for hotel purposes. Woodner told the 
committee that the agreement called for pay- 
ing Richards $5,000 right away and another 
$5,000 after the ruling was reversed. Actual- 
ly, the FHA did change its mind and approved 
the new setup. But Richards later testified 
that he had not contacted FHA officials in 
the matter, had merely agreed to “consult 
with the attorney [for Woodner] and Mr. 
Woodner.” 

In other action, the Justice Dept. filed suit 
against two Woodner companies to seek re- 
covery of some $500,000 allegedly advanced 
them by the Air Force in 1952. A suit was 
filed in Danville, Ill. against the Chanute Gar- 
dens Corp. and the Chanute Apts. Corp., as- 
serting that said amount is due the govern- 
ment on a loan the Air Force made to them 
to keep rental housing projects going at Ran- 
toul, Ill. It is further charged that the Jona- 


than Woodner Co. received approximately 
$200.000 in funds illegally transferred to that 
company from the others. Other items: 

> Dr. Samuel D. Gottlieb of Washington, D. C. 
(see cut) said he switched from dentistry to 
building in the late thirties, put up $4,000 as 
capital to build a project in Maryland and col- 
lected a profit of about $1 million. Under 
questioning, he said he had paid no tax on the 
sum and had put $90,000 of it in racehorses. 
» Albert Stark and Harry Bart (see cut), big 
Baltimore builders, told the committee they 
had realized $1,115,000 on five rental projects 
there and had not paid an income tax on 
$790,000 of that amount. 


> Scheduled to appear this month: Richard 
Traub, attorney for Alfred Kaskell (see cut), 
a 608 developer in the New York area. Traub 
had been questioned at previous meetings, but 
had yet to explain to Capehart’s satisfaction 
transactions in excess of $1 million between 
himself and Kaskell. And Capehart was still 
complaining that Kaskell had not kept exact 
enough records on $32 million worth of apart- 
ment construction. 


Old wine with new flavor. As the six- 
month anniversary of the great blowup ar- 
rived, Capehart grew more articulate in his 
exasperated protests at the workings of the 
building industry. He was spurred to speech 
recently when a general contractor in Wash- 
ington named William Magazine made the 
mistake of commenting that if builders had 
to put up 10% on a project there would not 
be any rental housing. “I am tired of listening 
to that story,” rumbled Capehart. “If it is true 
that the government has to guarantee profits, 
it means the end of the private enterprise 
system.” He added that no one had fought 
harder to preserve private enterprise than he 
and that he still did not like the thought of 
“socialized housing.” 


FHA blacklists Sec. 608 ‘windfallers’; 
Denver victim sues and FHA backs down 


While the Capehart committee ground its 
heavy way through FHA’s past, FHA had 
refused to do any present business with 
alleged windfallers. As FHA General Coun- 
sel] Frank Meistrell told NAHB’s northeast- 
ern conference last month in an apparently 
unguarded moment: “. . . It seemed expe- 
dient to place certain individuals on a list” 
and require that their applications for com- 
mitments be referred to Washington. 

On one list, issued June 4, were the names 
of principals in 70 Sec. 608 projects—all 
projects which, Commissioner Mason told 
FHA field offices, “have been, or are being, 
referred to the Dept. of Justice for such civil 
or criminal proceedings as may be indicated. 

* HHFAdministrator Cole handed 
Capehart’s investigating committee a second 
list Sept. 14, naming 40 more projects which 
allegedly mortgaged out. 


What is wrongdoing? With the original 
list, Mason wrote his offices: “The fact that 
a Sec. 608 mortgagor received a mortgage 
loan in excess of the cost of the project does 
not, of itself, imply wrongdoing.” But neither 
then, nor up to mid-October, had FHA or 
HHFA got down to specifics about “wrong- 
doing” of which blacklistees were accused. 
On July 28, Mason announced, in a press re- 
lease, that “those who are not involved in 
sharp practices will, within the discretion 
of FHA, be encouraged to add the fruits of 
their professional efforts to the inventory of 
American housing. Those cases receiving 
negative decisions will be given a full oppor- 
tunity to present any such further evidence 
which bears upon the case.” Mason added 
that where FHA decides not to approve fur- 
ther applications, “the persons and firms af- 
fected will be given the opportunity to pre- 
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ther applications, “the persons and firms af- 
fected will be given the opportunity to pre- 
sent evidence. .. .” 

Up to mid-October, said industry sources 
close to the picture, that was where the 
matter rested—no hearings, no specific ac- 
cusations. Meanwhile, the 1954 Housing Act 
had come into effect, providing that FHA, 
before blacklisting any firm, must notify 
it in writing, and, if asked, furnish written 
specifications of the charges “in reasonable 
detail,” and hold a hearing on the case. 


Day in court. Did the FHA have a legal 
right to cut off accused windfallers from 
further dealings without formal hearings? 
For one thing, many 608 promoters sharply 
dispute the accuracy of “windfall” figures 
given the Senate—and the public. For an- 
other, the two lists include some who have 
not appeared before the Senate probe, omit 
others who have. The first court test came 
last month in Denver—and FHA lost. Gar- 
rett-Bromfield & Co., one of Denver’s biggest 
building firms, sued in federal district court 
for an injunction canceling an FHA order 
preventing the firm from applying for FHA 
insurance on new projects. A Sept. 17 letter 
signed by W. S. Newlin, deputy asst. FHA 
commissioner for operations, had said: “In- 
formation contained in our files with respect 
to Garrett-Bromfield & Co. shows that Mr. 
Donald Bromfield is a principal in said com- 
pany and in view of the fact that this in- 
dividual is named as a principal in a Sec. 
608 transaction now under investigation, we 
regret. very much to inform you that until 
further notice, Garrett-Bromfield & Co. is 
restrained from filing applications for mort- 
gage insurance with insuring offices of this 
agency. This restraint . . . does not remove 
the company from its status as an approved 
mortgagee. .’ The order followed a 
charge by HHFA’s Albert M. Cole (in his 
Sept. 14 list given the Capehart committee) 
that Bromfield and four other Coloradans 
had made a “windfall profit” of $226,600 
from a Colorado Springs apartment in 1949. 
(The company incidentally, denies the ac- 
curacy of this.) 

Confronted with the suit, FHA withdrew 
its ban against Garrett-Bromfield. The firm 
then agreed to dismissal—with the right to 
renew its suit if necessary. Said the federal 
prosecutor: “The commissioner of FHA did 
net intend by the letter to deny Garrett- 
Bromfield & Co. the benefits of participation 
under the FHA Act. ... The company shall 
file applications without limitation, and after 
being accepted the applications for mortgage 
insurance will receive the same processing 
for approval without undue delay as all other 
applications filed by other approved mort- 
gagees.” 

In New York, General Counsel Meistrell 
insisted: “There is no such thing as a black- 
list at FHA. . . .an unfortunate term. . . 
Anybody on our list is free to write me or 
Mr. Mason and ask to resume business. 
We'll give you a very prompt reply.” 
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} MIDWAY of model rooms 
and houses, designed by 
| consumer magazines, was 
major first for 
dealers’ show, and big at- 
; tention getter. Lu-Re-Co 
panel house, across far 
end of walkway, 


lumber 


can be 
put under roof in one day. 


Retail lumber dealers move into big-scale 


promotion with ten-day New York show 


Some 3,500 lumber dealers from 48 states— 
members of National Retail Lumber Dealers 
Assn.—gathered in New York City last month 
and discovered the magic of big time public 
relations. As they ambled among the displays 
—ranging from compelling to routine—of 172 
exhibitors at their association’s first national 
Modern Homes Exposition, they began to un- 
derstand why baseball’s World Series, for 
example, gets far more attention than ten 
thousand times the same number of bush- 
league games. One feature of the exposition 
alone, a midway of modern rooms, designed 
and decorated by 14 big consumer magazines 
(cut, above), assured NRLDA national cover- 
age in the magazines for months to come. 

The only magic missing from the ten-day 
show was the magic that brings out throngs. 
Said NRLDA Executive Vice President H. R. 
(Cotton) Northup: “Public attendance was 
very disappointing.” He estimated consumer 
turnout at 50,000. Some exhibitors who rented 
space in the vast drillhall of turreted, out-of- 
the-way Kingsbridge Armory in The Bronx * 
said the gate had been advertised in advance 
at 500,000. Despite the small crowd, most 
lumber dealers apparently felt they had had 
their money’s worth (about $250,000). 
NRLDA’s 108 dealer board of directors voted 
its executive committee blanket approval to 
hold another show next year. 


Know-how on parade. Aside from what 
the retailers, who represent more than 7,000 
yards across the nation, learned from the 
exposition about uses and display techniques 
of both standard and brand-new building 
materials, there was plenty of money-making 
knowledge to take to their home towns from 
forums, clinics and talks. Items: 

>The do-it-yourself movement sweeping 
America was poked into thoroughly at one 
clinic, and its profit potential was found to be 
enormous. Retailers from cities reported suc- 


* Until its Coliseum is completed in 1956, Man- 
hattan will have no big conyention-exhibition hall. 


cess in holding classes jointly or sponsored 
by a single dealer—to teach home owners how 
to handle building materials. Indianapolis, 
Ind. dealers had so many (7,200) applicants 
for a do-it-yourself training course that they 
had to rely on the local newspapers to relay 
instruction beyond the classes, which could 
handle only a few hundred amateur builders. 
> More and more lumber dealers, individually 
or through their local associations, are help- 
ing buyers—and even banks—process FHA 
and VA mortgage applications in many vil- 
lages where, several dealers reported at a 
meeting of NRLDA’s board of directors. 
banks shy away from federally backed loans 
because of the amount of paper work in- 
volved. The tone of discussion and the 
variety of materials on display made it clear 
that the days were ending of the lumber dealer 
who was simply a warehouser and dispenser of 
lumber, cement and other building materials 
stocked to meet average local demands and 
tastes. Many dealers left New York with the 
conviction that they were well into a new era 
of aggressive merchandising of the ingredients 
for better housing. 


LIKE OTHER COUPLES 
Fanny and Edgar 
N, J., culled decorating and room use ideas from 
They looked to manufac- 
turers’ exhibits for construction gimmicks: win- 
dows, insulation, new materials. 


in market for houses, 
Peppard, Palisades Park, 


magazines’ displays. 
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Advertisement 


No sash to obstruct the view. Glass lifts out when painting or cleaning. 


Sashless window—true functional unit 


Eliminates sash, sash puttying and sash painting 


The Pierson Sashless Window is probably the most purely functional window unit 
known to the building trade today. It is simply 3/16” crystal glass, sliding in a redwood 
frame. There are no sash sections around or between the glass—thus eliminating balances, 
putty, sash painting and all hardware except the lock. The frame is 2” x 6 redwood and 
is moulded so that the inside trim is complete for wallboard or plaster—and outside, for 
siding or stucco. The price is low because the buyer is paying for good materials rather 
than labor. The window comes in 22 sizes up to 8 feet long, and from 2 to 31/y feet high. 


We know of no other sliding window on the market with full picture-view vision. 


Inquiries from architects, builders and dealers, regarding the Pierson Sashless Window, 
may be addressed to Ernest Pierson Co., 4100 Broadway, Eureka, California. A few 
select areas now are available for distributorships. 
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New mortgage warehouse plan aims at 
evening off the bumps in flow of money 


The big news at the Mortgage Bankers Assn.’s 
4)st annual convention in Chicago was not 
even discussed on the convention program: a 
handful of the nation’s top brokers and lend- 
ers have developed a new system for ware- 
housing mortgages which promises to ease the 
feast-or-famine tendency of mortgage money. 

The plan, hailed by experts with enthusiasm 
ranging from “very helpful” to “major innova- 
tion,” works this way: an insurance company 
or bank (the ultimate buyer of the mortgage) 
gives a commercial banking house a firm com- 
mitment that it will buy, say $20 million 
worth of specific FHA and VA paper over the 
next three years. The commercial bank, in turn, 
agrees to warehouse these mortgages—on 
which a price has been agreed and which the 
ultimate lender agrees to take in even if they 
are defaulted in warehouse. The insurance 
company’s originating correspondents (those 
that are party to the arrangements, that is) 
pour their mortgages into the warehouse pool. 
The insurance company has the right to draw 
the mortgages out of the pool when it chooses. 
(For the first time, this promises to put mort- 
gage officers on an even footing with bond 


NEW VICE PRESIDENT, 
president of Chicago Mortgage Investment Co., 
has a private chat with Guy T. O. Hollyday, 


Lindell Peterson (I), 


former FHA -commissioner. Hollyday, whose 
ouster rankled MBA, was greeted with a stand- 
ing ovation when he appeared as a panel speaker 
to plug FHA Sec. 220 (urban renewal) which 


he helped create. 
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officers; normally, an investor who suddenly 
finds he has, say, an extra $5 million to invest 
cannot find just that amount in ready-for-de- 
livery mortgages so the money may lie idle a 
short while.) The commercial banking house, 
with the gilt-edged security of the big insur- 
ance company’s (or savings bank’s) promise 
to buy the mortgages, lends the originating 
broker a sum equal to the face value (pro- 
viding the deal is at par) of the mortgages 
it is warehousing. The broker gives the money 
to the builder who thus gets it when he needs 
it. The bank lends to the broker on either an 
open or collateralized note at a rate some- 
thing in excess of the prime rate for business 


loans—an attractive deal for the commercial 
bank except for the imponderable difficulty of 
the unspecified term. The broker profits on 
the point or half-point spread between the 
interest he is paying on the commercial bank 
loan and the 444% FHA-VA rate, which he 
is collecting while the mortgage is in ware- 
house. 

Some of the first, experimental arrange- 
ments under the new plan were worked out 
by MBA President Will A. Clarke with 
Metropolitan Life and Pittsburgh’s Mellon 
Bank, and by Bowery Savings Bank, J. P. 
Morgan Co. and some of their correspondents. 
Some other commercial banks, say other 
sources, have turned the deal down because 
of the indefinite term. But so many experts 
—even some who are not in a position to 
profit by it themselves—call the idea “highly 
workable and beneficial” as to suggest that 
Vice President Mil Vieser of Mutual Bene- 
fit Life (also experimenting with the plan) 
may well be right in suggesting the scheme 
will become common practice “in ten years.” 

The convention elected Wallace Moir, 
president of the Wallace Moir Co. of Beverly 
Hills, as president, (see below), succeeding 
Will A. Clarke of Philadelphia. Moir, a strong 
advocate of lending without government help, 
pointed out in his first speech as MBA chief: 
“Tt is still legal to make conventional loans. 
This is the loan, you remember, without any 
governmental subsidy. . . . To talk rugged 
individualism or free enterprise, and make 
only government-insured loans, is rather un- 
convincing.” 


CLOSEUP: Wallace Moir, first Californian to head MBA, 
is a conservative who sees peril in FHA, VA programs 


“Conservative,” a campaigning politician ob- 
served not long ago, “is one of those labels 
that, like an umbrella, can be made to cover 
most anybody.” But in Chicago a few weeks 
ago, the Mortgage Bankers Assn. of America 
installed as its new president a man who ap- 
pears to fit under it comfortably and with 
more than usual conviction. He is 53-year-old 
Wallace Moir (rhymes with lawyer), presi- 
dent of Wallace Moir Co., Beverly Hills (cur- 
rent portfolio c. $90 million), and the first 
Californian ever to head the MBA. Consid- 
ered one of the best minds in the housing in- 
dustry, stolid, stocky (5’-8”, 175 lb.) Wally 
Moir does not take his convictions lightly. 
Among them: 


> “Tf a man is keen on the private enterprise 
system, he ought to work for it in his own 
business. Builders in particular, and all of us 
in general, should be satisfied with good 
profits instead of stupendous profits. Greed 
. .. is the principal reason for more and more 
governmental control.” 

>“The trouble with us is we’re all security 
salesmen. The thrill in this business is to go 
out and look at a building, work it over and 
really underwrite it. The man who does that 
is my concept of a mortgage man. This FHA 


ys 


WALLACE MOIR 


business is like selling bonds.” 

Like his predecessor, able Philadelphian 
William A. Clarke, Moir has a discomfiting 
penchant for riding his principles straight 
to the end of the trolley line. His portfolio, 
which is split about evenly between residen- 
tial and nonresidential, carries only about $12 
million in FHA loans, is handled by a com- 
pletely separate staff. “The same man can’t 
handle conventional and FHA loans,” he ex- 
plains, “they are entirely different in tech- 
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P. S. Knox, Jr., President, 
Knox Corporation. 


A typical Knox home in Bloom- 


field Subdivision, Macon, Ga. 


“Knox and owners are delighted with 
Mosaic Clay Tile in Macon pre-fab homes,” 


... says K. Knox Withers, Knox Corporation, Thomson, Ga. 


Of the many Knox Corporation pre-fabricated 
homes now under erection, 61 are up—or 
building—in Macon, Ga. Prices range from 
$11,000.00 to $14,000.00. Every Knox home in 
this Macon development is enriched with a 


Mosaic Clay Tile bathroom. Mr. Withers also 
states, ‘Mosaic Tile’s luxury appeal to the 
customer outweighs the slight additional initial 
cost. We have found Mosaic Tile a strong sell- 


ing point in our new Knox homes.”’ 


Bloomfield housewives certainly like their Mosaic Clay Tile... 


Whether you build single units or develop large 
tracts, by conventional methods or pre-fabrication, 
it will pay you to study the value of Mosaic Clay 
Tile in your homes. See Mosaic Tile today at your 


1954 Our Fixliclh Year 


For Free Estimates 
on Tile, 
see your phone book 

for the name 


reg of Your Tile 


\ Wrote 
WY (Ceramic) 


“We're crazy about our ceramic tile,” says Mrs. Theo. 
Johnson, 2971 Emerson Circle. ‘‘It sold us on the house 
because we know it will last far longer than any 
‘substitute’ material. 


Mrs. David O'Neal, 2904 Nisbet Drive, whose daughter, 
Rachel, is shown here, told us, ‘Our tile bathroom is 
no work at all to clean. Just take a wet cloth and, ina 
minute, you’re through!” 


Knox Homes pictured here built by Standard Development Co., 
Macon, Ga. Pickard Manufacturing Co., Macon, Ga., Tile Contractors. 


” 


Tile Contractor’s Showroom, or at the Mosaic 
Showroom near you. For helpful Mosaic Tile 
literature, write The Mosaic Tile Company, 
Dept. 29-26, Zanesville, Ohio. 


THE MOSAIC TILE COMPANY 


Member—Tile Council of America and The Producers’ Council, Inc. 
Offices, Showrooms and Warehouses from Coast to Coast. 
Over 4000 Tile Contractors to serve you. 


OFFICES: Atlanta - Baltimore - Boston - Buffalo - Chicago - Dallas - Denver - Detroit - Fresno - Greensboro - Hartford - Hempstead, L. I., N. Y.- Hollywood - Little Rock - Miami- Milwaukee 


Minneapolis-New Orleans-New York ~ North Hollywood - Philadelphia - Pittsburgh - Portland - Rosemead, Cal.-Salt Lake City- San Francisco - Seattle - St. Louis -Tampa-Washington, D. C. -Zanesville 


HOUSE & HOME 


nique and thinking.” Speaking to Ohio sav- 
ings and loan men last month, Moir com- 
plained: “There is a steady drift away from 
concepts of sound credit as determined in the 
market to concepts of credit based on the 
borrower’s inability to measure up to the 
standards of the market.” This “drift toward 
a welfare basis for credit,” said Moir, could 
result in socialization of housing. “As govern- 
ment displaces the function of the private 
lender to forward its objectives, it will also 
move in on the private builder. If govern- 
ment is going to take the risk and direct the 
flow of credit, it is also going to be concerned 
with the character of the house . . . and 
operations of the builder whose pockets it 
lines... what he shall build and how he shall 
build it, what he may fairly charge. .. . In 
the end, government may find this compli- 
cated and resort to hiring its own contractors, 
after the manner of most British and nearly 
all continental homebuilding today” 


Deft touch. No gravy train rider himself, 
Moir was only 33 when he set up the com- 
pany bearing his name. He came to Cali- 
fornia from his birthplace, Ashland, Wis., at- 
tended California Institute of Technology and 
took his degree at Stanford. Then, while 
taking an unsuccessful fling at his father’s 
life insurance business, he met a friend who 
was an appraiser for Metropolitan Life. Moir 
watched him appraise some homes, liked the 
work, and taking advantage of his engineering 
training soon became an appraiser himself. 


In 1930, when he was only 29, Moir was 
made vice president of Pacific Mutual Mort- 
gage Co. The depression, however, caught up 
with the company and four years later it 
liquidated. Moir bought its business with John 
Hancock Insurance Co. and set up shop for 
himself. Although it had been one of Moir’s 
childhood ambitions to become a professional 
magician he had given it up after watching 
one of his idols flub an act. However, he kept 
a deft touch. In his first year of business he 
held $4 million in loans; last year he was 
handling new loans at a $1-million to $114- 
million-a-month clip. 


A right desire. Moir’s convictions, as one 
of his friends puts it, “run deep.” But so does 
his willingness to study issues closely before 
plumping on either side. Unlike trigger- 
fingered skeptics who wrote the new Housing 
Act off even before it was announced, Moir 
regards it as being at least “a workable piece 
of legislation” that should be given every 
chance. “One may wish that portions of it 
would be changed,” he notes, “but the impor- 
tant thing is that mortgage bankers, govern- 
ment officials, builders and home buyers want 
to get on with the job. And a right desire will 
always find a right way.” 


By his own estimate, Moir is a conserva- 
tive of the old school, and his views on parts 
of the Housing Act show it. He does not think, 
for example, that cost of certification require- 
ments of FHA Sec. 207 will cut down apart- 
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ment construction volume. “The tolerance of 
loan to value is high for this type of property. 
Investors have heretofore expected to make 
an investment and not receive a gift.” By the 
same token, Moir is against 100% loans: 
“When loans equal sales price, there is little 
competition for value, only competition for 
terms. The only victim is the home buyer; he 
is left with a gassed-up mortgage.” 


Takes it easy. Amid an industry noted for 
its freneticism, Wally Moir takes things re- 
markably easy. As one of his closest friends 
puts it: “Wally used to try to run things all 
by himself, but he found he wasn’t making 
too much progress. Now he’s got an organi- 
zation that can run without him being there; 
he does the thinking and delegates the chores 


to his staff.” Moir lives with his wife and un- 
married daughter in a spacious Beverly Hills 
home. Some of his “best decisions,” he says, 
are made via the telephone next to his swim- 
ming pool. 


Moir conducts his life as judiciously as he 
guides his convictions. A devout Christian 
Scientist (he served three years as a reader, 
the maximum the church allows), he neither 
drinks nor smokes, but does not take a dim 
view of those who do. From college baseball 
(third base) he has switched to paddle tennis 
at the Bellaire Bay Club and golf (14 handi- 
cap) at the Los Angeles Country Club. He 
has settled for becoming an amateur 
magician, is in demand at parties as much 
for his dry wit as his sleight-of-hand. 


Private industry faces ‘last chance’ to meet 


minority, low-cost housing need, says Cole 


HHF Administrator Albert M. Cole showed 
both a carrot and a stick to homebuilders last 
month. In a plain-spoken talk to NAHB di- 
rectors in New York, he: 

> Called the 1954 Housing Act private indus- 
try’s “last chance” to cope with the unmet 
needs for Negro housing, housing for low- 
income families, rehabilitated homes. 

> Criticized homebuilders for not responding 
faster to the “challenge” posed by FHA Secs. 
220 and 221—the new sections aimed af re- 
building problem areas in cities and in pro- 
viding new homes for families displaced by 
urban renewal. 

>) Predicted that—if private industry will 
tackle these problems seriously—“it is wholly 
possible not only to eliminate public housing, 
but in ten years time to withdraw government 
entirely from the field of housing subsidy.” 
Cole added: “I’d like to see that done. But 
you and I know it will take a lot of doing. 
Until it is done, we will have continued and 
growing pressure for government housing 
subsidy.” 


Market that will not wait. Cole de- 
scribed housing for minorities, for low-income 
families and rehabilitation in urban renewal 
as “by-passed markets that aren’t going to wait 
any longer. . . . You have received the new 
Housing Act with real enthusiasm, but gen- 
erally it has been because you see in this Act 
the means to continue to produce and sell 
homes for the market you have been serving— 
to continue . .. business as usual... . 

“You, as individuals and as firms, cannot 
simply applaud the pious principles and hope 
George will do it. You should know that you 
are being watched; you are being tested. 
Many both in and out of government are 
skeptical. There are even many who want to 
see you do the job who are wondering if you 
can and will do it. . . . People want to know 
how you are going to produce an’ acceptable 
house for low-income families at a cost these 
families can afford.” 


Some of Cole’s plea for private enterprise 
to get busy before a rising tide of social wel- 
fare engulfs the industry with complete gov- 
ernment control was aimed over the heads of 
his builder audience—at the men who lend 
mortgage money. But Cole urged homebuild- 
ers to “find out more” about the low-income 
and minority markets “than you know now.” 
He warned: “You are going to have to pro- 
vide housing for all of these people—or you 
and I are going to fail.” 


Where is the money. Cole’s concern 
was echoed the next day by builders at 
NAHB’s northeastern conference. Warned 
Ex-NAHB President Tom Coogan: “If we are 


. to prevent overbuilding in the type of house 


builders like to build and lenders like to 
finance, we must pay more attention to remote 
areas, small towns, minorities, the aged and 
areas under domination of a bank or banks 
that are not cooperative with FHA and VA 
programs.” Several other builders complained 
they could find no private mortgage money for 
minority housing, especially, except at exces- 
sive discounts. Asked one builder, angrily: 
“Whose fault is it then if the industry fails to 
build minority housing?” 

Behind the scenes, the big question was 
whether Nate Manilow, NAHB first vice presi- 
dent, would withdraw from the race for presi- 
dent next year, because of the publicity over 
his lending Clyde Powell, the former asst. 
FHA commissioner, $7,500 only a few months 
before Powell authorized Manilow’s Park For- 
est project to collect two months’ advance rent 
from ils tenants (see p. 39). If Manilow does 
step aside, the question was whether Second 
Vice President Paul Burkhard, former mayor 
of Glendale, Calif., would be rushed into the 
top job, whether Earl “Flat Top” Smith, 
chairman of NAHB’s research institute trus- 
tees, would be drafted for it, or whether 
some dark horse would be picked. A decision, 
said sources close to the situation, will prob- 
ably not come until January. 
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HOUSING STATISTICS: 


Will billowing investable cash soon force 


pension funds into the mortgage market? 


Circumstances will soon force private industrial pension funds to look 
more favorably upon real estate mortgages, particularly FHA and VA 
mortgages, as an investment outlet. In the next few years, pension 
funds may be expected to become an important factor in the home 
mortgage market. 

Pension funds now accumulate some $3 billion a year—a little less 
than one fifth of the total new money that goes into the investment 
market. According to Charles L. Dearing, in a study recently com- 
pleted for Brookings Institution,* the annual pension fund accumula- 
tion available for investment by 1960 will reach $6 billion—probably 
close to a third of the total new funds. 

Now, pension funds are almost exclusively invested in government 
bonds and corporate stocks and bonds. These account for only 50% 
to 60% of the major new outlets available for each year’s new money. 
The remaining major source is real estate mortgages, mainly resi- 
dential. 

In the next few years, the dollar volume of new corporate issues is 
likely to fall. The federal government may venture further into long- 
term financing, but it is improbable that this will offset the decline in 
corporate issues. Under these circumstances, if pension funds con- 
tinue to concentrate in the areas of government and corporate bonds, 
three possibilities arise: 1) interest rates on these issues will be forced 
down, 2) insurance companies and savings banks will be forced to 
place a larger share of their funds in mortgages, or 3) the pension 
funds themselves will put part of their billowing resources into mort- 
gages, especially FHA and VA. 

To some degree all three possibilities are likely and the third pos- 
sibility, despite the present coolness of bond-conditioned fund man- 
agers to mortgages, seems ultimately certain. Long-term amortized 
mortgages, especially when carrying a government guarantee, are well- 
suited to pension fund requirements because of their yield, safety and 
gradual repayment. Fund managers shy away from mortgages largely 
because they anticipate trouble placing their funds and servicing the 
portfolio. Such problems are not insurmountable. The expected pres- 
sure on. the bond market can be counted on to stimulate a solution. 

—Mites L. Couean. 


* Charles L. Dearing, Industrial Pensions, Brookings, 1954. 
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BLS’ index of wholesale building materials prices hit an all-time high. 
The September level was 121.4, up from 120.8 in August. Continued 
gains in lumber and wood products were largely responsible for the 
increase; structural clay products also moved higher. In the Pacific 
Northwest lumber market, fir plywood was steady at $85 Msf, $5 
below the peak reached during the recent strike. Heavy demand, 
however, brought sheathing panels up to the strike’s high of $90 Msf. 


PRIVATE HOUSING STARTS 
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Private housing starts totaled 
from August. It was the sixth 
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111,900 units in September, up 2,100 
month in which private starts topped 


100,000 and brought the nine-month level to 889,400, 7% above the 


same 1953 period. 


Total September starts were at 114,000 units, 3,000 


over August; the nine months total of 906,500 was 5% above 1953. 


FHA AND VA APPLICATIONS 
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Reversing a recent trend, FHA 
in September while VA apprai 


applications ircreased 2,602 to 34,935 
sal requests declined 4,085 to 51,265. 


FHA business volume was sustained by Sec. 203 applications; there 


were only 64 project mortgage 


requests—all under Sec. 207. 


MORTGAGE MARKET QUOTATIONS 


(Originations quoted at net cost, secondary market sales quoted with servicing by seller) 
As reported to House & Home the week ending Oct. 15 


5% equity or more 


No down payment 


FHA 4/4's VA 42's VA 4/’s 
Origi- Secon- Origi- Secon- Origi- Secon- 
City nations dary nations dary nations dary 
Boston: local par-101 a par-101 a par-101 a 
Out-of-state a 99-par a 99\/f4-par a 97-99 
Chicago 97-99 99-par 97-99 99-par 96-97 98-99 
Denver 99-par 99-par 99-par 99-par 99-par 99-par 
Detroit 9714-99 a 9712-99 a 9614 a 
Houston par par 99!4-par 99Y>-par 98-99 98-99 
Jacksonvillet par par par par 9814-99 981/2-99 
Kansas City 99-par par 99-par par 961-97 par 
Los Angeles 99-9917 99-99!/o 98-98l/. 98-98% 97-972 97-972 
New York par par par par par par 
Philadelphia par par par par 99-par 99-par 
Portland, Ore.* par par par par 99 99 
San Francisco par par par par 961-98 96!/2-98 
Washington, D.C. par par par par 99-par 98!/-par 


48 No market. 
* Probable prices throughout Pacific Northwest. 


SOURCES: Boston, Robert M. Morgan, vice 
pres., Boston Five Cents Savings Bank; Chi- 
cago, Maurice A. Pollak, vice pres. & secy., 
Draper & Kramer Inc.; Denver, C. A. Bacon, 
vice pres., Mortgage Investments Co,; De- 
troit, Robert H. Pease, pres., Detroit Mort- 
gage & Realty Co.; Houston, Donald Mc- 
Gregor, exec. vice pres., T. J. Bettes Co.; 
Jacksonville, John D. Yates, vice pres., Stock- 
ton, Whatley, Davin & Co.; Kansas City, 


+ Probable prices throughout Florida, 


Byron T. Shutz, pres., Herbert V. Jones & 
Co.; Los Angeles, John D. Engle, pres., Insur- 
ance Funds Mortgage Co.; New York, John 
Halperin, pres., J. Halperin & Co.; Philadel- 
phia, W. A. Clarke, pres., W. A. Clarke Mort- 
gage Co; Portland, Franklin W. White, pres., 
Securities, Inc.; San Francisco, William A 
Marcus, senior vice pres., American Trust 
Co.; Washington, D. C., George W. De Fran- 
ceaux, pres., Frederick W. Berens, Inc. 
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PEOPLE: Arthur Viner to run Voluntary Credit Committee; 
Edgerton to head US Savings & Loan League 


“In my opinion,” President Will A. Clarke of the 
Mortgage Bankers Assn. observed last month, “the 
lending fraternity has got itself really over a 
barrel. It has said there is no necessity for govern- 
ment money.” Clarke was discussing the National 
Voluntary Home Mortgage Reni 
Credit Program, through eS 
which lenders aim to chan- 
nel private funds into small 
towns, remote areas and 
minority housing — the 
areas where FHA and VA 
loans are hardest to get. 
Barrel or not, the HHFA- 
supervised program moved 
ahead last month with ap- 
pointment of Arthur W. 
Viner, a Washington re- 
searcher for the Committee 
for Economic Development, as executive secretary. 
Viner, 32, is a former New York security analyst. 
Under his eye will operate 16 regional subcommit- 
tees of 7 to 14 members, each with an executive 
secretary. 


VINER 


J. Howard Edgerton, of Los Angeles, was nom- 
inated for the presidency of the US Savings & 
Loan League, and slated for election at the 
League’s convention this month. At 46, Edgerton 
will be the second youngest man ever to hold the 
office. In the savings and loan business since 
1930, Edgerton is now president of the California 
Federal Savings & Loan Assn. in Los Angeles. He 
will succeed Ralph R. Crosby of Providence, R. I. 
Nominated for vice president: Walter H. Dreier, 
president of the Union Federal Savings & Loan 
Assn. of Evansville, Ind. A director of the US 
League since 1954, Dreier has also served as a 
director of the Federal Home Loan Bank in Indi- 
anapolis, 


Winners of the second annual Acapulco Derby 
—25 homebuilders who will get a nine-day free 
trip to Acapulco, Mexico—were announced by the 


Walter Daran 


PREFAB SHIFTS: After 15 years as president, 
John C. Taylor, 61, (left) stepped into the long 
vacant chairmanship of American Houses, Inc., 
one of the top five prefab manufacturers. He 
was succeeded as president by Horace N. Durs- 
ton, 46, (right) production vice president since 
1942. The move, occasioned by Taylor’s health, 
makes Durston chief executive officer of the 
company. 
in 1938 when Taylor was president of Fort 
Worth’s Century Houses, 
American Houses. 


Durston started working for Taylor 
Inc., a licensee of 
Taylor became American’s 
president with the merger of the two companies 
in 1939, brought Durston in as purchasing agent. 
Taylor was president of the Prefab Institute in 
1951 and 1952, 
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cosponsors, NAHB and Minneapolis-Honeywell 
Regulator Co. Twenty awards were for the best 
merchandising of homes: 

Louis Beckenstein, West Hardford, Conn.; Fred 
P. DeBlase, Rochester, N.Y.; Leon N. Weiner, 
Wilmington, Del.; Henry J. Rolfs, Washington, 
D.C.; Charles C. Lucas, Charlotte, N.C.; Vincent 
J. DeMeo, Miami Shores, Fla.; Fred C. Garling, 
Detroit; Bruce S. Biletz, Wilmette, Ill.; James H. 
Furney, Minneapolis; Richard Moseley, Kansas 
City, Mo.; N. ©. Simmons, Corpus Christi, Tex.; 
Melvin H. Jensen, Salt Lake City; Russell 
Udovick, Denver; Donald J. MacGilvray, Spo- 
kane; John Boswell!, S. Pasadena, Calif.; Stanley 
Trezevant, Memphis, Tenn., L. P. Smith, New 
Orleans; Dale J. Bellamah, Albuquerque; Chris 
Finson, San Mateo, Calif.; Joseph Scullin, Tren- 
ton, N.J. 

For the first time, five builders won the free 
vacation (paid by Minneapolis-Honeywell) for 
doing most to boost the trade-in market: Lee 
Construction Co., Dallas; Allen K. Davidheiser, 
Inc., Pottstown, Pa.; John R. Worthman, Inc., Ft. 
Wayne, Ind.; Albert Balch, Seattle; Edward Rose 
& Sons, Detroit. 


New president of NRLDA is Watson Malone 
il, 44, Philadelphia, an active spokesman for big- 
city lumber dealers. He has worked on advisory 
<—. iS @ committees to the War 
Production Board, Office of 
Price Stabilization and 
Commerce Dept., is a direc- 
tor of Pennsylvania Lum- 
berman’s Mutual Fire In- 
surance Co. Other officers: 
R. A. Schaub, Whiting, 
Ind., first vice president; 
Paul Ely, North Platte, 
Neb., second vice presi- 
dent; H. W. Blackstock, 
Seattle, re-elected treas- 
urer. Two Washington 
staffers, H. R. (Cotton) Northup, executive vice 
president, and Edward H. Libbey, secretary, were 
re-elected. 


MALONE 


At its midyear meeting in St. Louis, the Asso- 
ciated General Contractors nominated George C. 
Koss, current vice president, as president for 1955. 
Frank J. Rooney, Miami building contractor, was 
nominated for vice president. 


Elected for a two-year term as president of the 
Porcelain Enamel Institute: Glenn A. Hutt, vice 
president of the Ferro Corp. in Cleveland. 


The 55th and 56th FHA field directors to be ap- 
pointed under the Eisenhower administration were 
named by Commissioner Mason: Arthur E. Young, 
50, of Attleboro, Mass., who started to work in 
1923 as a carpenter’s apprentice, became director 
of the Boston office, filling the vacancy left June 30 
with the resignation of George A. Cahill. Robert 
T. Carson, 48, will head up FHA operations in 
Hawaii, replacing J. Stowell Wright, who re- 
signed. Montana-born Carson is a former president 
of the Honolulu Stock Exchange. 
, 


Probably the trickiest problem US cities must 
hurdle to qualify for federal money to fight slums 
under the 1954 Housing Act is the requirement 
that a city first have a “workable program” for 
attacking blight on all fronts with its own re- 
sources. Last month, Washington, D.C. called in 
two of the nation’s leading experts to advise what 
it must do to achieve a “workable program.” The 


experts; James W. Rouse, Baltimore mortgage 
banker who was a chief architect of the Eisen- 
hower administration’s new approach to fighting 
slums, and Nat Keith, former HHFA slum clear- 
ance and redevelopment chief. Their $12,000 re- 
port is due Dec. 31. 


DIED: Charles Edwin Wire, 77, for 50 years a 
developer of Washington, D.C.’s residential dis- 
tricts, Sept. 14 in Washington; Robert Lee Cooper, 
79, NAREB director and a past president of the 
Georgia Assn. of Real Estate Board, Sept. 15 
in Savannah; H. S. Gorgas, 60, senior partner of 
New York’s Gorgas, Thomas & Co., mortgage in- 
vestment firm, Sept. 23 in Garden City, L.I.; Brig. 
Gen. Nathan W. MacChesney, 76, drafter of 
NAREB’s original charter, constitution and by- 
laws, who wrote the first model real estate license 
act which served as the basis for laws now on the 
books of 40 states, Sept. 25 near Libertyville, Ill.; 
Clarence C. Zantzinger, FAIA, for many years 
chairman of AIA’s committee on architectural edu- 
cation, designer of many civic buildings, Sept. 26 
in Philadelphia; L. Louis Gairaud, 58, NAREB 
director and past president of the National Insti- 
tute of Farm Brokers, 1947 president of the Cali- 
fornia Real Estate Assn., Sept. 27 in San Jose, 
Calif.; Ed Porth, 84, a founder of NAREB who 
helped organize the association’s mortgage and fi- 
nance division, Oct. 6 in Milwaukee; George W. 
Mason, 63, president and chairman of American 
Motors, recently formed as a merger of Hudson 
Motor Co. and Nash-Kelvinator. Since 1936 Mason 
had been president (he later added the duties of 
chairman), of Nash-Kelvinator, manufacturers of 
electrical appliances as well as autos, Oct. 8 in 
Detroit. 


Maynard L. Parker 


PUBLIC INTEREST in good design was dramatically 
demonstrated at the Los Angeles County Fair, 
where an exhibit of 22 rooms (including the 
one pictured above) drew more visitors than 
the horse races. The exhibit, created by ‘‘House 
Beautiful’? magazine, aimed at demonstrating— 
among other things—what can be done when 
architecture and room furnishings interlock. It 
was Frank Lloyd Wright who first projected 
such use of concrete block in 1922 in a house 
for Owen D. Young. The'principle was carried 
out in the exhibit by John Hill, a Wright dis- 
ciple who designed the room. 
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GAY WHITE WAY FOR 26 BUILDERS IN SACRAMENTO 


BUILDERS AT WORK: 


Parade of homes (cont’d.) 


More reports of better-than-ever house shows, 
crowded with balloons, bathing beauties and po- 
tential home buyers, arrived from the four corners, 
The Seattle extravaganza, under the general chair- 
manship of Builder Albert Balch, gained a re- 
ported $7 million of sales on 88 models in 15 days. 
For each of the parading homes, builders picked 
a beauty contestant. The finalists (see cut) made 
such an intriguing picture that local news- 
papers splashed it across quarter and half-pages. 
... Washington, D.C. (James Pearson in charge) 
counted 200,000 visitors in two weeks and esti- 
mated sales at $10 million. . . . “Substantial ne- 
gotiations” were under way after the Cleveland 
show (attendance: 175,000) according to Harry 
Fagin. . . . The Alameda (Calif.) and Contra 
Costa County combined parade, sporting such 
California amenities as outdoor dining rooms and 
elevated flower beds, chalked up 200,000 with 
John 1. Hennessy coordinating things. ... . Salt 
Lake City builders got 22 homes up in the foot- 
hills of Mt. Olympus, including a three-bedroomer 
(by Bettilyon’s, Inc.) equipped with a heat pump 
for heating-cooling. ...T. €. (Buddy) Brennan 
and Paul Wolf ran a month-long parade in Hous- 
ton with 66 homes in 25 subdivisions. About 350,- 
000 attended and two of them won a prize home— 
a three-bedroom brick model patterned after the 
Better Homes & Gardens “Home for All America.” 
. . . Jack Heckes of Sacramento estimated 350,000 
also turned up at the parade (see cut) he managed 
for 26 builders, ... The Milwaukee parade drew 
75,000 persons one Sunday, filling a 60-acre park- 
ing lot to overflowing. Top crowd at a Milwaukee 
Braves baseball game this year: 46,000. 


Little Rock bonanza 


In Little Rock, where homebuilders are having 
a good year, two builders of contemporary homes 
are selling them faster than anyone has ever 
before sold houses in the area. Between them 
they have grossed over $1 million in sales in only 
two months. Paul Spikes has sold more than 30 
three-bedroom Pace Setter Homes in his new 
40-site Sunnyvale development south of Little 


T. Harding Jr. 


OPEN PLANNING PREFERRED 


Rock. All are $11,200 and $12,000 post-and-beam 
contemporaries, Bralel Homes has taken orders 
for 75 houses in a six-week period during most 
of which it did not even have pilot models to 
show. Its 140-acre Meadowcliff development on 
the south side of town eventually will include 
400 homes (and possibly a shopping center). 
The first 75 range in price from $8,990 to $9,450. 

Bralei offers two basic designs of its three- 
bedroom house—a ranch style with a 3’ in 12’ 
pitch roof and a contemporary with a 1’ in 12’ 
pitch. More than half of the first buyers chose 
the contemporary. (Originally, Bralei also offered 
the ranch house with a higher pitch roof but 
nobody wanted to buy it.) 

The Bralei house is an improved design of the 
house it built in a Title IX defense rental project 
last year in Pine Bluff, Ark. The 150 Pine Bluff 
houses were put up for sale not long after they 
were completed and were best sellers (House & 
Home, Sept. 53). 

That Little Rock home buyers offer a big 
market for contemporary design is also evident 
in their choice of open planning in the new 
Bralei house (designed, like the Pine Bluff 
houses, by Architect Yandell Johnson Jr. of 
Little Rock). All buyers were offered a choice of 
a kitchen completely enclosed by walls to the 
ceiling (as in home shown below, left) only 
partially separated from dining-living area and 
hallway. Not one of the first 75 buyers of either 
the ranch or contemporary home preferred the 
completely enclosed kitchen, though the price was 
the same in either case. 

Another move: C. V. ‘‘Cotton” Barnes, president 
of the Arkansas Home Builders Assn., has formed 
Cc. V. B. Developers for a new contemporary 
project. 


Pulse of the market: Miami 


Miami ranks with Phoenix as one of the lowest- 
priced house markets in the nation. Both are win- 
ter resort and retirement towns, with not much 
industry and moderate incomes, A good weekly 
income: $75 to $80. Both towns build homes 
almost entirely of concrete block and stucco. Jack 
Beatty (son in law df Tom Coogan) reports that 
the most popular price range in Miami is $9,000 to 
$11,000. . . . In the Byoir-Stolkin-Gaines Carol 
City development,* best seller to date has been 
the Garden City model with down payment of $500. 
* The project name was changed from Coral City to Carol City 
after Coral Gables threatened suit for name-stealing. In its 
charter, Coral Gables was assured by the State of Florida 


that no other municipality would be allowed to use Coral or 
Gables in its name ... 


FINE 
poems, 


FINALISTS AMONG 88 BEAUTIES AT THE SEATTLE PARADE 


Second best: one for $150 down which far outsold 
a bigger, better home for $300 down and about 
the same monthly payments. . . . Beatty thinks 
the new Housing Act provisions will have a real 
influence on the $9,000 market (which has been 
almost entirely VA) but will not help the $12,000- 
to $20,000 bracket. Some other builders disagree 
about the latter prediction, feel their sales in that 
bracket will increase, . . . Two curious effects of 
the new act: more two-bedroom houses (because 
they get as high a valuation as a three-bedroomer 
now) and fewer four-bedroom homes (since a 
builder can now get credit for a three-bedroomer 
and would rather put in three good-size rooms than 
four small ones). . . . Other trends: more baths, 
more porches and patios, more variation in de- 
sign, an influx of split levels, including some that 
merely raise the bedroom wing a couple of feet 
and make no use of the space beneath. One build- 
er, asked why he did not use the space, replied: 
“Wouldn’t you prefer to have a big screened porch 
than a damp hole in the ground?” 


Development in Denver 


M. C. Bogue has started putting up two-story 
models with broad overhang in Virginia Village, 
a few minutes from downtown Denver. The sales 
points are 1,584 sq. ft. of finished space for $13,- 
950 (other models go up to $14,650), a certain 
degree of indoor-outdoor living and a split stair- 


BROAD-BEAMED BOARD & BATTENS 


way just inside the entrance leading a few feet 
up or a few feet down. Bogue built three of sev- 
eral contemplated models, sold 14 of them in the 
first two weeks along with a dozen of his standard 
models. Eighteen of the new ones are under con- 
struction and 50 more are planned at a hoped-for 
construction rate of five a week. Two of the mod- 
els (including The Willow, pictured) bear some 
resemblance to Carl Koch’s Techbuilt house 
(House & Home, Feb. 54) but closer examina- 
tion clears the air of any too-strong similarity. 
Roof overhang, multilevel plan and vertical board- 
and-batten construction are common to both 
houses. But Bogue carries his upstairs window all 
the way to the sides, while the Techbuilt leaves 
facing wall showing; the Denver models use a dif- 
ferent pattern of roof supports; and Bogue has 
placed his upstairs bathroom in 4 corner of the 
house instead of dropping it into the long side, 
as Koch did, for accessibility and convenience. 
continued on p. 60 
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0 0. THOMPSON 


0. 0. Thompson & Son 
Cincinnati, Ohio 


M. L. OWEN 
M. L. Owen Construction Co. 
Kansas City, Missouri 


J. L. “PETE” McGEE 
Waverly Homes, Inc. 
Jackson, Miss. 


HENRY BUERKER 
Henry Buerker, Contractor 
Schenectady. New York 


LOUIS RIETER 


Tappen Gardens 
Briarcliff, New York 


REUBEN R. SUSSMAN 
Willnorm Homes, Inc. 
Ardsley, New York 


HAL ANDERSON 
Hal Anderson & Associates 
Dallas, Texas 


FRED GARLING 
Garling Construction Co. 
Dearborn, Michigan 


FREDERICK J. FALENDER 
Falender Realty Corporation 
Indianapolis, Ind. 


CECIL B. HOLMES 
Suburban Builders 
Hyannis, Mass. 


FRANK D. GILES 
Frank D. Giles. Contractor 
Danville, Virginia 


WALLACE M. ANTIN 
Saxon Manor 
Scarsdale, New York 


CHARLES E. DeCUIR 
Charles E. DeCuir, Contractor 
Sacramento, California 


W. F. SEESE 
Seese Realty 
Fort Lauderdale, Fla. 


M. L, BOSWELL 
Gilbert and Boswell 
Gulfport, Florida 


BILL MACGREGOR 
Bill Macgregor, Builder 
Bakersfield, Calif. 


PAUL H. GUNDER 
Paul H. Gunder Company 
Toledo, Ohio 


HARRY WATSON 
Decatur Building Corporation 
Decatur, Illinois 


MARSHALL J REICHERT 


M. J. Reichert Construction Co. 


Waterloo, lowa 


CLIFTON CLEMENS 
Clifton Clemens Homes 
Wasco, Calif. 


JULE G, LEHMAN 
Excel-Construction Inc. 
Cincinnati, Ohio 


0. D. WILLIAMS 
O. D. Williams, Builder 
Bakersfield, Calif. 


LEO C. BASH 
leo C. Bash, Builder 
Bakersfield, Calif. 


ANGELO PELLILLO 
Wilmond Knolls 
Scarsdale, New York 


CORNELIUS P. CONNORS 
Connors and Hudacek 
West Sacramento. California 


J. LEROY SMITH 
Smith Home Builders, Inc. 
Oklahoma City, Oklahoma 


EDWARD STOLL 


Ed Stoll Construction Co. 
Fairfield, Conn 


J. L. McNORRILL 


J. L. McNorritl, Contractor 
Tampa, Florida 


B. SHEPPARD GOLDMAN 


Sheppard—Scarsdale Corp. 
Scarsdale, New York 


DAVID ADAMS 
David Adams, Builder 
Phoenix, Arizona 


BUILDERS AT WORK (continued) 


Buy new house with old car 


To pep up sales, homebuilders tried out these 
merchandising ideas: 


>In Seattle, Century Builders teamed up with 
Majestic Furniture Co. to offer not only houses 
with no down payment, but all the equipment that 
goes inside them—appliances, draperies, linens, 
carpets, furniture, a TV set—at cut rates, Presi- 
dent George Rawley of Century and Vice Presi- 
dent Gust J. Doces of Majestic said the package 
plan will save 30 to 40% on the cost of furnishings. 
Homes originally designed to sell from $8,900 to 
$14,000 will cost from $10,000 to $15,000 com- 
pletely furnished. Buyers select their furnishing 
designs from a library of floor plans. The ap- 
pliances go into the house mortgage; the other 
furnishings are in a separate contract drawn for 
each buyer. 


>In Kansas City, the Winn-Rau Corp. teamed up 
with, the Rudy Fick Ford Co. to offer buyers of its 
$10,600 homes in Highland Crest, Kan. subdivision 
the opportunity to buy a new Ford in a package 
financing deal under which the buyer’s old auto 
covers the $300 closing costs. Winn-Rau found 90% 
of its would-be buyers had three-year-old mort- 
gaged autos, requiring monthly payments of about 
$65. The $65 plus $72 a month for the house was 
$137. Many. could not afford it. Under the joint 
plan, payments on a new Ford would drop to $45 
a month, for a total of $117, thus broadening the 
market. Winn-Rau will collect the payments for 
both house and car, turn over its share to the auto 
dealer. The day the offer broke in full-page news- 
paper ads, Winn-Rau sold all 26 of the two-story, 
four-bedroom houses the plan covered and has 
acquired property to build more. 


‘Garden City’ of Pittsburgh 


After selling out their 550-house Eastmont project 
a year ahead of schedule, Sampson-Miller As- 
sociated Companies (H&H, June 753), western 
Pennsylvania’s biggest builders, decided com- 
munity planning and better design had passed the 
Keystone state test. The four Sampson brothers 
and associate Russ Miller (“the fifth Sampson”) 
are now at work on a 1,500-house project on 500 
acres of rugged Pennsylvania topography they call 
Garden City. 

S-M plans 15 mi. of streets, 45 mi. of sewer 
lines, 20 mi. of water lines and 23 mi. of gas 
lines to service houses priced from $11,500 to 
$25,000. Now old hands at community planning, 
S-M plans a local shopping strip, apartments, 
parks and playgrounds. When completed, Garden 
City will have its own fire company, an elementary 
school, a Catholic school, two denominational 
churches. Most of the houses will be low-slung 
contemporaries; others will have two levels to 
take advantage of the sloping terrain. Architect 
Richard Benn, who designed Eastmont, will do 
the houses; Jay Stright is land planner. 


Package in the Northwest 


After manufacturing doors and windows for years, 
Portland, Ore.’s Sam Lockwood decided to put 
more of the house on a production line. Last year 
he started a full-blown house precutting opera- 
tion. His new company, Lockwood Homes, sold 
300 houses in ten months. Early this summer, 
Lockwood moved into a 40,000-sq. ft. building, 
began shipping a completely precut and packaged 
house on trailers. His Anita model, best value to 
date, has three bedrooms, attached garage, fire- 
place, sells for $9,250 on a $700 lot. The house 
is constructed conventionally on the site. Lock- 
wood is now selling in several Oregon and Wash- 
ington cities within 100 mi. of Portland, is build- 
ing model houses in Salem, Eugene, Albany, Cor- 
yallis and Gresham, Ore., Vancouver, Wash. 


Lumber consumption: 17% less 


in typical house seen by 1975 


Changes in home design, plus price squeeze, will push 


lumber out and competing products in, say researchers 


The trouble with the lumber industry in 1975 will be nothing that could not be cured by 
a little cost-cutting. But since chances of the latter are virtually nil—in fact, it is logically 
estimated that costs are going to rise—the situation ahead is largely one of diminishing 


returns. Some projected developments: 


> Annual production of lumber in the US will move up from its 1952 level of 38.2 billion 
bd. ft. to only 41 billion bd. ft. by 1975. This is because: 


>The price of lumber will continue to rise more rapidiy than the prices of competing 
materials; plywood and veneer will rise less rapidly than lumber; insulating board and 


hardboard least of all. 


> The average dwelling in 1975 will contain 17% less wood than it does now. Main reasons: 
it will be a flat-roofed, basementless house, probably with a slab floor. 


The foregoing predictions are contained in 
a 400-page survey made by the Stanford Re- 
search Institute in California for the Weyer- 
haeuser Timber Co. of Tacoma. The ideas in 
the report were the brainstorms of the econ- 
omists and not of the Weyerhaeuser manage- 
ment. No matter whose, they provide food 
for second thought about the shape of homes 
to come. Items: 


> Changes in house design have cut the heart 
out of the hardwood market. 


> Wood used in additions and alterations in 
1953 accounted for only about 4% of lumber 
consumption in construction of all types. 


>» There has been a 36% drop in lumber con- 
sumption for exterior walls during the last 30 
years, 

The changes that have been wrought, and 
the changes that are to come, depend also 
upon the problems of cost. 


Tough row. Peeling off the timber nearest 
the market cannot support the industry for- 
ever, and the report notes that the cost of pro- 
ducing sawlogs is going to rise in the next 20 
years as the sawlogs become harder to get at. 
The Stanford group sees wage rates remain- 
ing stable, at best. And distribution costs 
will rise. The main trouble: these costs will 


rise faster than production costs for competi- 
tive materials. 

The loss of lumber markets will be partly 
offset, the Stanford economists think, by in- 
creasing markets for other products made 
from trees. Total veneer production, for ex- 
ample, is expected to increase from 19.3 bil- 
lion sq. ft. in 1951 to 34.5 billion sq. ft. by 
1975. Softwood plywood, according to the re- 
port, will reach 7.2 billion sq. ft. that year. 
Insulating board as exterior wall sheathing 
(accounting for about 25% of such sheathing 
in 1953) will rise to about 34% by 1975, 
largely at the expense of lumber. 


How much house? In 1953, about 73% 
of total US lumber consumption went into con- 
struction. This figure, according to the Stan- 
ford research team, can be expected to be 
about the same in 1975, with some new dis- 
tributions of the products. For example: 
“Lumber used in construction . . . is likely to 
be centered increasingly in new residential 
building (including additions and alterations) , 
with a smaller share going into nonresidential 
construction, and about the same proportion 
as now into maintenance and repair of all 

types of construction.” 
As noted, a drop of 17% in the amount of 
continued on p. 68 


CHANGES IN DESIGN MEAN LOSS OF LUMBER 


1920 1930 1940 


1950 1953 1960 1975 


The changing face of the dwelling unit has cut into lumber consumption in homebuilding as much 


as competition from other materials. The loss of basement and double floors has been most severe, 
especially since ground-level, hardwood floors today are losing out to slab construction. More lum- 
ber, however, is going into roofs. For itemized figures on lumber use, see chart, p. 68. 
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This New Freedom Gas Laundry* features a temeo automatic Gas dryer 
and a RHEEM COoPPERMaTIC automatic Gas water-heater. Cabinet by REPUBLIC STEEL. 


! ~ 


‘Heres why GAS is your 


Be a 


@ Sales records give Automatic Gas Water- 
Heaters a 2.8 edge over any other heater 
tun by an all-automatic fuel. Gas does a 
better job — actually replaces hot water 3 
times faster. 


@ Gas water-heaters offer every product 
advantage you can think of. For example, 
the one shown is particularly strong and 
long-lived. It features a rust-proof copper 
tank inside a “pressure-proved” steel tank. 


@ An automatic clothes washer (and what 
modern home doesn’t have one?) definitely 
needs the speedy recovery rate of a Gas 
heater. 


@ Yet automatic Gas water-heaters cost 
less to buy, install and use. 


@ Automatic Gas Clothes Dryers are 
preferred 30-1 by professional launderettes 
because of speed and economy of operation. 


@ No warm-up period means that Gas 
dryers are twice as economical per load. 


@ Good choice of brands gives chance to 
select individual features. 


@ Dryer in home as standard equipment 
eliminates need for drying yard, allows 
for smaller lots and neater-looking 
developments. 


AMERICAN GAS ASSOCIATION 


Your local Gas company will be happy to 
work with you on any problem. 


buy to atl houses 


*Reg. A.G.A, 


Only 


18 so fast... 
so thrifty 


GAS— the modern fuel for automatic cooking, refrigeration, water-heating, house-heating, air-conditioning, clothes-drying, incineration. 
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wood used in the house of 1975 is expected. 
And the Stanford economists do not forsee a 
compensatory increase in either number of 
starts or in square footage per house in the 
next two decades. Their figure for nonfarm 
starts in 1960 is 1.3 million—a bearish esti- 
mate close to what is expected by other ex- 
perts for 1955. With a gradual increase over 
the next 20 years, the report’s total for 1975 
is only 1.860.000, which is even more bearish. 
(Many other building experts foresee some- 
thing closer to 2 million homes each year start- 
ing in the early sixties, when the war-baby crop 
that is now bulging US schools begins bulging 
the demand for housing. Moreover, income of 
the average family is rising between 2% and 
3% a year. The average may well be nearly 
25% higher in 1960 than it was in 1950 and it 
may be up another 25% by 1970. That change 
in income, say housing economists, is the big 
reason homebuilding has been running so 
much higher for several years than the rate of 
net new family formation alone would justify. 
The increase in the number of families with 
money enough to buy a new house on today’s 
easy terms has been running several times 
higher than the population increase.) Stanford 
estimates that the average dwelling unit size 
will stabilize at 1,000 sq. ft. through 1975. 


Changes in design. The projected drop 
in consumption of lumber in houses is com- 
pounded of the influences of architectural 
changes in homes and of increased use of com- 
Of these two 
influences, the change in architecture is the 


petitive products (see chart). 


stronger. 

The present report uses a system of esti- 
mating the maximum possible lumber use in a 
house, based on a survey of the size. shape and 
characteristics of homes in various target 
years. These are the results: lumber consump- 
tion has declined steadily since 1920, from 
18.900 bd. it. per dwelling unit then to 10,520 
bd. ft. in 1953 (a 44% drop). By 1975 it is 
expected that lumber consumption per dwell- 
ing unit will decline to about 8,700 bd. ft. 
Roughly half of this decline in lumber use 
between 1920 and 1953 was due to changes 
in the size and architecture of dwellings. Be- 
tween 1950 and 1953 lumber participation 


fell off more rapidly than it did in the previ- 
ous thirty years. This loss was largely attrib- 
utable to the growing popularity of slab-type 
construction, which cut into lumber’s market 
for foundations, floor framing, sub-flooring 
and finished flooring. 


Slab floors and asphalt. The roof is now 
the most important component of the dwelling 
unit in terms of actual lumber consumption, 
according to the report; next is the floor, fol- 
lowed by exterior and interior walls. Lum- 
ber’s share of the potential floor market de- 
clined from about 96% in 1920 to about 60% 
in 1953; large-scale builders are installing 
about 80% slab floors and the Stanford group 
thinks that by 1975 possibly 60% of all new 
residential floor space will be in slabs. 

There are, of course, changes in style which 
make for increased use of lumber. The shrink- 
age in the roof market, for example (because 
of decreasing dwelling-unit size and lower 
pitch) has been offset by a trend away from 
wooden shingles, which require only light 
sheathing, toward asphalt shingles and com- 
bination roofings, which require solid sheath- 
ing. The over-all effect, however, has been to 
push lumber out of the house. Hardwood lum- 
ber consumption in 1953 accounted for only 
about 64% of the maximum possible hard- 
wood lumber market (flooring and millwork) 
as compared with about 98% in 1920. The 
Stanford group estimates that by 1975 hard- 
wood lumber will have 39% of its total mar- 
ket, largely because of the loss of the flooring 
markets, but also because of stiff competition 
from other materials in millwork markets. 

The loss of lumber markets in residential 
building to other forest products has been fig- 
ured, based on the finding that in 1953 
these products—plywood, hardboard, ete.— 
accounted for a little less than 12% of lum- 
ber’s total loss of markets to such materials. 
By 1975, according to the report, the loss will 
be 15%. 


Cost picture. The industry’s fundamental 
cost problem—which will, according to the 
analysts, prevent lumber from competing suc- 
cessfully with other products—hinges on the 
production of sawlogs. Why the cost will rise: 
> Costs of stumpage (stands of merchantable 


TOTAL CONSUMPTION OF LUMBER PER DWELLING UNIT 
BY COMPONENTS OF HOUSE AND IN TOTAL, 1920-75 


(board feet) 


Founda- Exterior Interior Mill- Miscel- 

tions Floors Ceilings Roofs walls walls work laneous Total 
1920 1,720 4,270 975 2,790 2,520 2,930 2,621 1,076 18,902 
1930 1,369 3,670 832 2,260 2,370 2,289 1,930 667 15,387 
1940 1,280 3,320 798 2,540 2,100 1,712 1,398 750 13,898 
1950 1,086 2,540 759 2,600 1,748 1,518 1,050 416 11,717 
1953 895 1,970 793 2,400 1,598 1,529 930 405 10,520 
1960 828 1,799 785 2,339 1,423 1,513 860 405 9,952 
1965 762 1,590 776 2,310 1,420 1,534 815 405 9,612 
1970 682 1,410 776 2,230 1,340 1,520 760 405 9,123 
1975 610 1,240 769 2,200 1,262 1,505 715 405 8,706 


Source: Stanford Research Institute. 


timber) are likely to keep increasing as the 
supply of available and readily accessible tim- 
ber is reduced. 


> Logging costs are likely to rise as logging 
activity continues to shift to relatively remote 
areas or regions with rugged terrain. 


> Manufacturing costs will probably be in- 
creased by the declining size of logs, rising 
labor costs (especially in the South) and an 
increased proportion of output from small, 
relatively high-cost mills. 


> Distribution costs — which represent about 
two thirds of the cost of lumber to the con- 
sumer—will probably increase. A large com- 
ponent will be transportation costs of western 
lumber. (The latter now accounts for more 
than 60% of domestic softwood lumber pro- 
duction. ) 


Additions and repair. Wood used in ad- 
ditions and alterations in 1953 represented 
about 4% of total lumber consumption in con- 
struction of all types. The Stanford experts 
see a slight decline by 1975 in use of lumber 
in this category per dollar of expenditure, but 
feel that this decline will be offset by a prob- 
able increase in total expenditures from $1.1 
billion in 1953 to $1.25 billion (in 1952 prices) 
by 1975. 


Lumber consumption in maintenance and 
repair last year represented about 23% of 
lumber used in construction of all types. The 
Stanford men also see a slight per-dollar-of- 
expenditure drop here, but again figure that 
it will be offset by an increase in total expen- 
ditures, coupled with continuation of the do- 
it-yourself trend. Their prediction: an in- 
crease from the present 6.8 billion bd. ft. to 
about 7.2 billion bd. ft. by 1975. 


Related products. The future for plywood, 
hardboard and insulating board appears 
brighter than for hardwood, especially as to 
their price increase relative to competitive 
substances. “It is entirely possible,” accord- 
ing to the report, “that the heavy swing to- 
ward building board production will provide 
new capacity faster than the expected market 
growth. A major price drop may result.” Ply- 
wood prices will increase in relation to prices 
of competing materials, but not so much as 
lumber prices will. 

Consumption of building board has in- 
creased more than tenfold since 1929, with 
the greatest relative increase in hardboard— 
16 times as much consumed in 1953 as in 
1929. Insulating board has shown a 700% in- 
crease during the same period. The use of 
plywood in roof sheathing has increased 
rapidly in the past few years and now repre- 
sents about one quarter of the roof sheathing 
market. The use of plywood for exterior wall 
sheathing is expected to be slowed down by 
increasing competition from insulating board 
and its use as an underlay material will in- 
crease less rapidly in the next 20 years be- 
cause of greater use ot slab-type construction. 
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A PICTURE WINDOW is a feature that buyers have come to expect. Pittsburgh 
offers Twindow®, the window with built-in insulation, Solex® Heat-Absorbing 
Glass, as well as quality Polished Plate Glass, to help you meet any problem in 
connection with large glass openings. Decorations by Marian Quinlan, A.LD., 
Chicago, 


FOR SMALLER OPENINGS, Pennvernon®, because of its 
high quality, is recognized as the ideal window glass. 
TwindoWeld® — the all-glass insulating window with 
electrically-welded, all-glass edge—utilizes two panes 
of 4%” thick Pennvernon, with a %,” air space between. 
TwindoWeld is the de luxe unit for smaller openings, 
offering long life, excellent insulating properties and 
extreme simplicity of installation. 


Build it better with Hittsburgh Glass 


See Sweet’s Builders Catalog for detailed information on Pittsburgh Plate Glass Company products. 


PAINTS - GLASS + CHEMICALS + BRUSHES «+ PLASTICS + FIBER GLASS 


PITTSBURGH PLATE GLASS COMPANY 


IN CANADA: CANADIAN PITTSBURGH INDUSTRIES LIMITED 
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Nonwhite housing market 


Two FHA studies, once ‘for administrative use only,’ 


forecast how many new minority units cities can 


absorb now: Baltimore 1,300, Los Angeles 1,500 


For the past five years FHA has been trying 
to drum up interest in the nonwhite housing 
market, a neglected stepchild of the postwar 
housing boom. An important method has been 
to provide builders and mortgage lenders with 
market facts that might urge hard-to-get mort- 
gage money (for the nonwhite market) into 
circulation. FHA has compiled some 50 statis- 
tical reports on such subjects as Negro median 
incomes (gving up), their job situations 
(widening opportunities), and housing condi- 
tions (still so cramped that HHFA’s Albert 
Cole last month called nonwhites’ troubles at 
getting mortgage money “a serious failure” 
in functioning of the private lending market). 

The FHA studies shed the kind of light on 
the market potential for minority housing that 
builders and lenders demand. In addition, 
FHA went a step further and made forecasts 
of just how many new nonwhite units these 
cities could absorb. 


Until recently, however, an inbred caution 
about becoming involved in racial controversy 
led the housing agency to keep its conclusions 
secret. The data—although compiled at tax- 
payers’ expense for the good of all and des- 
perately in need of wider circulation—was not 
in suitable shape for release, FHA bosses held. 
Last summer House & Home asked FHA 
Commissioner Norman Mason to reconsider 
the decision of his predecessors. The result 
was issuance last month of two of the reports 
(in somewhat revamped form) on the situa- 
tion in Los Angeles and Baltimore—the first 
specifically concerned with the nonwhite hous- 
ing market, the second a fuller job on the gen- 
eral housing market in Baltimore, with refer- 
ence to the nonwhite sector. 


In-town congestion. A characteristic of 
the nonwhite situation shared by these dis- 
similar cities (as by most US cities) is that 
nonwhites in both places live close to the cen- 
ter of the metropolitan area. In Los Angeles, 
where such groups make up 6.6% of the total 
population of the sprawling metropolitan area 
(their total: 340,000) some 76% reside in the 
City of Los Angeles. In Baltimore, downtown 
growth of nonwhites (almost entirely Negroes, 
in this instance) is equally evident. “A sig- 
nificant factor in connection with the shifting 
population trends,” writes FHA, “is the ten- 
dency for nonwhites to expand within the cen- 
tral city and for whites to move to the outlying 
areas. From 1940 to 1950 about 83% of the 
metropolitan area’s increase in nonwhite pop- 
ulation occurred in Baltimore city, whereas 


-only 17% of the net increase in whites was 


within the city proper.” 

No US city except San Francisco (where 
the nonwhite population is numerically small- 
er) can touch Los Angeles’ percentage in- 
crease in nonwhites: 115% between 1940 and 
1950 and another 23% in the last four years. 
In the same period the nonwhite population 
increased in Baltimore by 36.9% and the 
white population by just over 20%. These 
growths brought the nonwhite population in 
Baltimore to over 267,000 in 1950 (about 20% 
of the whole population) and the proportion 
has increased since, 


Income picture. There is good reason for 
Los Angeles’ phenomenal influx of nonwhites. 
The western states have experienced the bulk 
of the population growth of the nation (non- 
whites, incidentally, increased some 3% faster 
than whites during the last census period) 
and California has beckoned as a land where 
the climate and way of life are ideal. Recent 
figures for Los Angeles show that the median 
income for nonwhite families there is $3,000, 
considerably higher than the national median 
figure of close to $2,000. The disparity be- 
tween white and nonwhite median incomes is 
less in Los Angeles (a 27% difference) than 
in Baltimore and it is estimated that 50% of 
nonwhite families have incomes of over $3,000. 

In Baltimore, about 27% of nonwhite fami- 
lies earn more than $3,000 and the median is 
$2.600. This figure, according to the FHA 
report, is about 60% of the white median in- 
come. 


Supply and demand. Having established 
that nonwhites are entering both these cities, 
are mostly living within the municipal bound- 
aries and in many cases (although not in a 
majority) have incomes of more than $3,000, 
FHA takes a crack at estimating what their 
housing needs are. This is what they come up 
with: the effective demand for privately built 
new housing in Los Angeles in the next 12 
months is estimated at 1,200 dwelling units 
for sale and 300 for rent. Also: “Perhaps 
three to four times as many additional units 
will be added to the nonwhite housing supply 
by transfer from white occupancy.” About 
50% of the demand for new sales housing 
appears to be in an $8,000 to 9,500 range and 
another 25% in the $9,500 to 11,000 bracket. 
About 75% of the demand for new rental 
housing falls in the range of $55 to 70 a 
month, including utilities. 


In Baltimore, the price of homes needed is 


HE&H staff photo 


FACTS IN DEMAND: At their Chicago conven- 
tion, mortgage bankers seized the chance to pick 
up proffered copies of FHA’s surveys of the 
nonwhite housing market in Los Angeles and 
Baltimore. Dr. George W. Snowden, FHA’s top 
racial relations adviser, told them: ‘‘The im- 
Proved job status of nonwhites has resulted in 
relatively greater increase in earnings and in- 
come than for whites.’’ 


extremely similarto that for Los Angeles 
($8,000 to 9,000) but demand by sale and by 
rental is reversed. FHA puts nonwhite hous- 
ing needs in Baltimore at an annual 300 sales 
and 1,000 rentals for the next two years. (Ren- 
tals should not exceed $80 a month.) The rea- 
son that the estimated demand for sales in 
Baltimore is so low compared to Los Angeles 
is that nonwhites in the former city (as demon- 
strated by the population increase figures) 
have shown extremely small inclination to 
leave their midcity location. Some good ren- 
tal units (about $60 a month) in outlying 
areas are on the brink of foreclosure, although 
some experts think they would be filled up in 
a jiffy if they were just for white occupants. 

In Los Angeles—a newer, more volatile city 
peopled with a variety of nonwhite races— 
there is demand for homes and still some land 
available for them. Other facts: 


>In 1950 approximately 18.4% of nonwhite 
couples in Baltimore were sharing living quar- 
ters with other households, against a figure 
for white couples in Baltimore of 7.6% and a 
national figure of 5.5%. 


> During the past four years in Los Angeles 
private builders have built over 3,000 houses 
in tract developments for minorities, and pub- 
lic housers have put up nine projects contain- 
ing 4,357 units, most of which are occupied by 
minority groups. 


> Owner-occupancy among nonwhites in Los 
Angeles rose from 25.7% in 1940 to 41.2% 
in 1950; in Baltimore, home ownership by 
nonwhites trailed—was still only 26.4% as 
compared with 21.1% in 1940, 

The FHA reports promise mortgage bank- 
ers consolidated material to aid them in 
evaluating particular mortgage loans. And 
such consolidation, with attention to local 
markets, means another advance for housing 
statistics in general. ; 
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AGAIN... Gs) te 
lnispiration-Lighting- 
“Stars in” SHOW-HOUSE 


appearing in Want to turn each house you build into a 
SceetdaviEvanina P Livi d real show-place...the kind that invites more traffic 
afurday Evening Post, Living, an and produces more sales? Try this! Rely on the 


House Beautiful’s Building Manual up-to-date styling of Moe Light fixtures—employ the 
dramatic sales magic of Inspiration-Lighting 


—and capitalize on the multi-million audience of 
home buyers who will see the full color, 2-page 
SuHow-Houss spread scheduled to appear this fall in 
SaturpDAy Evenine Post, Livinc, and House 
BEAUTIFUL’s BurLpInc MANUAL. 


For Exterior Lighting 4. M-1047....$19.95 
1, M-844. ...$18,95 5. M-1093,... 23.95 
2. M-803..... 5.95 6. M-1046.... 19.95 

7, M-1063.,.. 15.95 

For Interior Lighting 8. M-1084.... 13.95 

3. M-1099....$23.95 9. M-5662.... 5.75 


mas orvnsensven Tnspiration-Lighting” 


ONE OF THE MOST WANTED HOME FEATURES TODAY 
Though it costs you but a few dollars, it adds hundreds to the 
sales value of your houses. Lighting, which is one of the 

most heavily publicized home features today, is given added 
importance with Moe Light Inspiration-Lighting because 

it gives every room added glamor and usefulness. 


EXTEND YOUR SELLING TIME INTO THE EVENING 
Don’t confine your selling effort primarily to week-ends. 
Inspiration-Lighting can put your homes in their best light 
any hour of the day by adding the profitable 

evening hours to your selling time. 


oT ge 
# *A combination of general, localized and accent lighting 


—— SEND FOR THIS FREE LITERATURE — — 
MOE LIGHT ° Fort Atkinson, Wisc., Dept. HH 11 
(Division of Thomas Industries Inc.) 


Gentlemen: 
Send me Folder No. 241 showing the new 
Moe Light Decorator Line. 


MOE LIGHT, Fort Atkinson, Wisconsin 


(Division of Thomas Industries, Inc.) ie 


Plants at Fort Atkinson and Sheboygan, Wisconsin; Princeton, Kentucky and Los Angeles, California 
In Canada: 1401 The Queensway, Toronto 14, Ontario, Canada 


NAME 
ADDRESS 
Ci aa 7 ONES ATE 
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SLAB -FLOOR 


SYSTEM WITH 


Heat Pump 


® 


SONOAIE 


JUCT, 


PAT. APP. FOR 


FIBRE DUC 


SONOAIRDUCT Fibre Duct is made to easily fit all 
standard metal T’s, registers, elbows, etc. 


Costs Lowered 


SONOAIRDUCT Fibre Duct 


ABOVE— Workman encases economical 
SONOAIRDUCT Fibre Duct in concrete for loop 
perimeter system with 10-ton G.E. Weatherton 
Heat Pump installation. Heats without fuel— 
cools without water! Same ducts used for both 
heating and cooling. Projects, Inc., General 
Contractor; Dick & Kirkman, Mechanical Con- 
tractors, Greensboro, N. C. 


... lime Saved! 


has revolutionized the installation of gas and 


oil fired Joop, radial and lateral warm air perimeter systems. 


SONOAIRDUCT was specifically developed to save time, labor and 


SEE OUR money— WITHOUT lowering the quality of construction. 

CATALOG = soNOAIRDUCT Fibre Duct is aluminum foil lined, for low coefficient of 
IN air friction, and outside wrapped with black, weather-resistant asphalt 

SWEET’S kraft. It is lightweight and available in lengths up to 50’ long—or can 


be sawed to exact lengths on the job. 27 sizes—2’ to 36” |.D. Per- 
mitted by F.H.A. and approved by builders everywhere. Fits all standard 
metal elbows, T’s, registers, etc. 


SQinoco 


LOS ANGELES, CAL. 
58955 SOUTH WESTERN AVE. 


A 
ws AKRON, IND. 


NY PAPER CARRIERS | 


REG US PAT. OFF. 


78 


HARTSVILLE, S.C. — MAIN PLANT 


Write for complete information and prices— 


Sonoco Propucts Company. 


Construction Products Division 


MONTCLAIR. N. J.” 


14 SOUTH PARK STREET 


BRANTFORD, ONT. 


president of the US League: “I am very pleased — 


Merger chances rise for _ 
savings and loan leagues 


Unification of the rival United States and Na- 
tional Savings & Loan Leagues, seemingly 
stalemated during recent months, took a sud- 
den turn for the better at an executive com- 
mittee meeting in New York. A new National 
committee (four out of five of the old com- 
mittee had resigned after the league’s goy- 
ernors voted down an all-but-adopted unifica-— 
tion plan) approved the report in question, 
Next step: subcommittees of the joint unifica- 
tion committee will iron out details. Prob- 
ability was that this could not be done before - 
the leagues meet separately this month. 

High point in previous up-and-down nego- 
tiations was in June when the joint unification 
committee voted 9 to I to adopt a unification 
plan. This plan was unanimously adopted by 
the executive committee of the US League. 
National’s board of governors was called to- 
gether in Chicago for a_ similar purpose, but 
instead of adopting the joint committee report, 
the board filed it away as a “progress” report. 


This so infuriated four of National’s five com- 
mittee members that they resigned. 

Pressure from members of both leagues (in- 
cluding men who have double memberships 
and double dues) brought reconsideration. 
Commented Norman Strunk, executive vice 


with the developments in the Nationa] League 
and am hopeful that we can have the details 
of unification worked out... .” - 


Air-conditioning men see 
bigger year ahead in ’55 


Prepared for heat waves that never came, air — 
conditioning manufacturers and distributors 
slashed prices of individual room coolers this 
summer to pare down swollen inventories. 
Though dealers’ shelves groaned under their 
load of unsold units, sales were running about | 
15% ahead of last year, when they totaled a 
record 800,000 units. 

So impressive were 1953 sales that dozens 
of new manufacturers had invaded the field. 
Everybody who could buy a compressor was 
putting together a room-cooling unit, or stamp- 
ing his trademark on someone else’s. Al- 
most 100 brand names were on the market. 
Production of these small units (capacity 1% 
to 144 hp) was almost doubled. Sales, how- 
ever, never justified such enthusiasm. 

Summer arrived late in most parts of the 
country, and stayed cool in the northeast. But — 
industry spokesmen, noting that they were 
experiencing the usual maladjustments of an 
infant industry growing into adolescence, 
probed deeper. Said George S. Jones Jr., man- 
aging director of the Air Conditioning and Re- 
frigeration Institute: “I don’t think that the 
industry followed through with proper sales — 
presentation, nor with adequate installation 
and service facilities. Too many people were 
content to let people come in and buy air — 
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] Weather is wood's traditional enemy, but 
. : WEATHER-KING laughs at sun, wind, moisture, 
B 
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Paint lasts longer, looks better when applied to 
WEATHER-KING doors. 


WEATHER-KING's panels of Masonite Dorlux 
are strong... equal to or better than quality 
Ys" plywood! 


TODAY WEATHER-KING DOOR SECTIONS combine strength with guarantee against weathering. 


WEATHER-KING construction features: Panels are 4” Dorlux by Masonite. Rails and 


stiles are best quality millwork, immersion-treated in wood preservative. Door is doubly 


guaranteed by Masonite Corporation and Barber-Colman Company.. 
Barcol. 


OVERdoors 


Call your Barcol distributor, under Doors” in phone book, or write BARBER-COLMAN COMPANY, DEPT.NF411 ROCKFORD, ILL. 


OVERdoors and Operators *® WARDROBEdoors ¢ Air Distribution Products ° Small Motors © Automatic Controls 
Metal Cutting Tools * Molded Products * Textile Machinery © Industrial Instruments © Aircraft Controls * Machine Tools 
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This Demonstration at } 
NAHB Show, Chicago, ¥ 
January, 1954, proves the 
quality construction of } 
Fleetlite double, double 
hung aluminum windows. 


that 


Peele 


Double Pete 2 WIND-DUST 
STOP 38 
HEAT-COLD 


and will help you 


sell your houses 


{ Please send complete data to: 


Let us show you the construction \ 
that makes such a dramatic 
demonstration possible, 


AMERICA'S 7:71607 WINDOW be = ee ee eee ee ee oll 


FLEET OF AMERICA, INC., 102 Pearl Street, BUFFALO 2, NEW YORK 
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conditioners because it was hot. There is 
much more to air conditioners than that the 
bring relief from a hot day.” Ignored, thought 
Jones, were the advantages of humidity con- 
trol; elimination of irritating street noises; 
lower cleaning, medical and vacation bills. © 
Another formidable obstacle to room cooler 
sales was inadequate wiring. In New York — 
City alone, Consolidated Edison reported that 
30,000 room conditioners were sent back to 
dealers’ shelves due to wiring difficulties, — 
Total sales for the city were 100,000 units, 
thus could have been 30% higher. More than 
80% of US homes are inadequately wired, by — 
standards of the National Electrical Manu- 
facturers Assn., underlining the national scope — 
of the problem. 
Though room cooler sales were disappoint- — 
ing (they account for only about 15% of air 
conditioning’s retail dollar volume), the in- 
dustry as a whole was having one of its best 
years. Cloud Wampler, president of Carrier 
Corp., number one in the industry, thought 
total sales for 1954 might reach $2 billion (re- 
tail value), for three reasons: 
) Sales of heavy, central station equipment, — 
the type installed in big office buildings and — 
factories, were at an all-time high. 
> Commercial, self-contained units of more 
than 2 hp capacity (usually employed in stores — 
and restaurants) were 15 to 20% ahead of © 
last year. 
> Year-round, residential units were doubling 
last year’s impressive sales record, and were 
expected to be selling at about five or .seven 
times the present volume in five years. By that 
time, the air-conditioned development house — 
should be commonplace. For 1955, Wampler 
foresaw retail sales of $2.3 10 2.5 billion. 
Hruska 


$1,486 floating house is 
13 min. from downtown 


Fred E. Bissell, who makes windows for a liv- — 
ing, built this floating house this winter while 
the Mississippi River was frozen over (he laid 
down 52 steel drums on ice, built a wooden 
platform on top, put the house on top of that 
and waited for the thaw). He commutes from 
his office in Dubuque, lowa in 13 min. in a Chris- 
Craft runabout—without traffic problems. The 
house cost only $1,486 plus several weekends of 
hard labor by Bissell and his wife. Its design is 
rather modern because Owner Bissell felt tradi- 
tion-bound to follow the modern idiom; a young 
man called Frank Wright remodeled the Bissell — 
family place in Dubuque some 60 years ago, and 
later made good farther north. Most of the time — 
the Bissell residence is tied up, but can be taken 
out for a spin when hitched to the Chris-Craft. 
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Wide variety of SCHLAGE designs 
adds personality to your homes 


Take advantage of Schlage’s 
wide variety of lock designs 
and finishes 


Individualized doorway treatments 
are a powerful, yet inexpensive way 
to add personality to your homes. 
By combining the many Schlage 
lock designs, finishes and ornamental 
escutcheons you can create a large 
number of lock stylings to give the 
doors of every one of your homes a 
different look. This has a two-fold 
advantage: it offers buyers an addi- 
tional distinctive feature...and you 
can use the famous Schlage quality 
as an extra sales point. When you 
plan your homes, include Schlage 
personalized doorway treatments! 
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The front door is a buyer's first 
introduction to your homes 


Choose an unusual and dramatic 
entrance door lock from the lock 
stylings pictured in the middle row, 
above. Or, if you are building luxury 
homes you’]] want the rare elegance 
of the locksets pictured in the bot- 
tom row. With Schlage you can even 
make your interior locks contribute 
to the attractiveness of your home 
when you choose from the beautiful 
designs in the uppermost row. 


All of these locks are available in 
brass, bronze, chrome, or aluminum 
finishes . . . polished to a gleaming 
luster or brushed to a soft sheen. 

When you plan colors, tiles, and 
other features—include a variety of 
Schlage lock stylings. They are im- 
portant details that add personality 
and saleability to your homes. 


Write for “Home Planners’ Guide,” 650-E-1 1 


It shows in full color many lock styl- 
ings and doorway treatments that 
can be created with Schlage Locks. 


TSCRLAGE: 


“THE WORLD’S MOST IMITATED LOCK”* 


SCHLAGE LOCK COMPANY 


SAN FRANCISCO 


NEW YORK VANCOUVER, B.C, 
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IS YOUR PROGRESS OF RECENT YEARS REAL 
...or are you kidding yourselt? 


eee practically everbody is making substantially more money 
than he was just a few years ago. But the cost of living has also risen substantially. 
The cold, hard fact is if your income hasn’t approximately doubled since 1944, 
you're no better off than you were ten years ago—and you have lost ten years that 
should have been gainful beyond the increased cost of living. 


We point to these unpleasant economic facts because so many men have been 
lured into a dangerous and unrealistic feeling of security simply because they 
earn more dollars . . . men who would, ordinarily, have a healthy attitude of 
dissatisfaction toward their rate of progress in terms of what their dollars buy. 

To step up in business today ... to make a lot more money than you're making 
now ... you must be prepared to match every challenge of success with sound, 
practical knowledge. 


Perhaps we can show you how to meet that challenge—just as we have shown 
more than half a million others over a period of forty-five years. 


Send for Your Free Copy of ‘Forging Ahead in Business’’ 


Whatever your earnings are now, whatever your progress has been, you will be 
interested in reading the Alexander Hamilton Institute’s 48:page booklet on 
personal advancement . . . “Forging Ahead in Business.” It was written exclusively 
for men who are concerned about where they are going to be a few years from 
now, and how they are going to get there. 


“Forging Ahead in Business” explains the functions and qualifications of an 
executive; discusses the essentials of a successful business enterprise; reveals 
why organizations everywhere are actively looking for men who are capable of 
filling positions that pay more than $10,000 a year. And it outlines the Institute’s 
internationally-famous executive training program. To obtain your complimentary 
copy, simply fill out and return the coupon below. 


ALEXANDER HAMILTON INSTITUTE 

Dept. 281, 71 W. 23rd Street, New York 10, N. Y. 

In Canada: 57 Bloor St., W., Toronto, Ontario, Canada 

Please Mail Me, Without Cost, a Copy of Your 48-Page Book— 
“FORGING AHEAD IN BUSINESS” 


Me 
LEP” ee = 


a 
EE net.” Home “Address simnduacdinaiintatnndantia ncicnattemandiassisanembanaantnlg 
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EVENTS 


School for Homebuilders, covering the field from 
land planning to mortgage finance, ten-day 
course beginning Nov. | at the University of 
Illinois, Urbana, Il]. For details and applica- 
tions address NAHB Construction Dept., 1028 
Connecticut Ave., Washington 6, D.C. 


Texas Society of Architects, convention, Nov. 3-6, 
The Texas Hotel, Fort Worth. 


Prefabricated Home Manufacturers’ Institute, fall 


=— ) 


meeting, Nov. 1-10, Mark Twain Hotel, Elmira, 


Nave 


Structural Clay Products Institute, annual con- 
vention, Nov. 6-10, Hotel del Coronado, San 
Diego, Calif. 


National Association of Real Estate Boards, 47th 
annual conyention, Nov. 6-11, Cleveland, Ohio. 


Great Lakes District, American Institute of Archi- 
fects, regional meeting, Nov. 12-13, Gibson 
Hotel, Cincinnati, Ohio. 


US Savings & Loan League, annual convention, 
Nov. 14-20, Statler and Biltmore Hotels, Los 
Angeles, Calif. 


National Building Materials Distributors Assn. fall 
meeting, Nov. 15-16, La Salle Hotel, Chicago. 


Florida Association of Architects, annual con- 
vention, Nov. 18-20, La Coquille Hotel, Palm 
Beach. 


American Municipal Assn., annual convention, 
Nov. 28-Dec. 1, Bellevue Stratford Hotel, Phil- 
adelphia, Pa. 


Investment Bankers Assn., annual convention, 
Nov. 28-Dec. 3, Hollywood Beach Hotel, Holly- 
wood, Fla. 


National Association of Mutual Savings Banks, 


annual midyear meeting, Dec. 6, Hotel Com- 
modore, New York, N.Y. 


“Good Design” Exhibition for 1955, sponsored 
by N. Y.’s Museum of Modern Art and Chi- 
cago’s Merchandise Mart, opening Jan. 4 
at the Mart; will be exhibited in the fall at 
the Museum. 


National Association of Home Builders, annual 
convention and exposition, Jan. 16-20, Conrad 
Hilton and Sherman Hotels, Chicago. 


American Society of Heating and Ventilating En- 


gineers, annual meeting and exposition, Jan 
24-21, Philadelphia. 
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MODERN MORTGAGES 


A monthly report on important developments in the modernization of mortgage credit, 


with particular emphasis on the expanding potential of the package mortgage, the open- 


end mortgage and the expandable mortgage. 


Lenders pleased with FHA’s new open-end rules, 


plan advances on old and new mortgages alike 


As FHA moved forward into the open-end mortgage field under the provisions 


of the new Housing Act, it did so in a most cooperative and helpful manner. Its 


official instructions to lenders were all contained in a simple four-page letter. Its 
processing for open-end advances, it noted, “will closely parallel” its regular 
mortgage insurance procedures with which mortgagees are already familiar. 
Pleased and gratified at the complete absence of booby traps or nuisance 
clauses in the FHA regulations, leading lenders who pioneered open-end re- 
advances on conventional mortgages prepared to put the same modern credit 


privileges into their new FHA mortgages and to modify existing FHA mortgages 


to allow such reborrowing for home improvements or expansions. 


“Standard’’ for Prudential. One of the 
staunchest supporters of the open-end mort- 
gage has been the Prudential Insurance Co. 
of America, which makes it “standard” to 
include a clause giving its mortgage bor- 
rowers this privilege in all states where this 
is possible. Last month Prudential head- 
quarters sent the new FHA regulations and 
instructions to all field offices and corre- 
spondents so they could start adding such 
clauses to all their new FHA home mort- 
gages. 

Another open-end stalwart has been the 
Dime Savings Bank of Brooklyn, which also 
devised a simple “modification agreement” 
for open-ending a “closed-in” mortgage 
(H&H, Oct. 53). Highly satisfied with its 
experience with more than $600,000 of 
conventional mortgage re-advances that 
averaged from $1,500 to $2,000 each, the 
Dime planned the immediate extension of 
open-end privileges to all its new and old 
FHA borrowers. The Dime, in fact, planned 
an advertising campaign to tell the public 
about its new FHA open-end policies. 


From Montpelier, Executive Vice Presi- 
dent L. Douglas Meredith of the National 
Life Insurance Co. of Vermont reported 
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that his institution would definitely extend 
its open-ending to FHA loans, both new and 
old. Concurring with mortgage officers of 
other institutions, he expressed great satis- 
faction with FHA’s uncomplicated reeula- 
tions, could see no obstacles to making 
open-end advances just as easily and eff- 
ciently on government-insured as on con- 
ventional mortgages. 


Basic FHA rules. Under the official recula- 
tions, lenders must send a $10 processing 
fee to FHA with each open-end insurance 
application, but this will be refunded if the 
application is rejected on preliminary ex- 
amination. During processing, the case 
number of the original mortgage will be 
supplemented with a temporary serial num- 
ber, but after the advance has been made 
the lender will only need to refer to the 
original case number in any further cor- 
respondence with FHA. 

Following its customary mortgage insur- 
ance procedures, FHA will issue commit- 
ment forms when it approves an open-end 
application, and the insurance will become 
effective when the lender returns these ex- 
the “initial insurance 


ecuted forms and 


charge.” 


The regulations require amortization of 
the open-end advance within the remaining 
life of the original mortgage loan. FHA’s 
instructions explain how to calculate the in- 
creased monthly payments that will be need- 
ed to cover the advance and make allowance 
for the interval during which home im- 
provement work is still being done and 
amortization has not yet begun. 

To reduce red tape, initial insurance 
charges will cover the interval until the next 
annual anniversity date of the original mort- 
gage. After that remittances to FHA on 
both the original loan and any advances 
will be made together. 


Advance repayments. When an FHA 
mortgage is paid in full before maturity, an 
open-end advance will not increase the pre- 
payment fee, which will still be the lesser: 
either 1% of the original mortgage, or else 
the aggregate remaining premiums (not 
counting open-end insurance charges). The 
amount of partial prepayments that can be 
made without incurring a 1% penalty will 
be increased, however, to 15% of the orig- 
inal mortgage, plus 15% of the original 
amount of any advances, within any one 
calendar year. 
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Double Wardrobe in 
this bedroom. Wall-to- 
wall. Floor-to-ceiling 

8 feet high. 


Saves room in this 
small den. Large 
corner closet, 

8 feet high. 


All Around the House 
LIDE-ALL 


Skiing Doors. 


FOR MORE CLOSET SPACE 
THE SIMPLE, LOW-COST WAY! 


‘ Simplifies door 
problem in entrance 
hall. Guest closet 

6ft.8 in. high. 


Photos: 
Hyland Manor CO-OP Apartments 
—By HYLAND BUILDERS CORP., 

Chicago 


Provides inexpensive storage area in Hllome Builders agree that closet space .. . and more of it... SELLS 
playroom. Neat, decorative, ceiling high. HOMES as readily as any other single feature. 


And the easiest, the least expensive and the most appealing way to 
add extra storage room and welcome wardrobe areas is with low cost Glide-All 
Shding Doors. 


WOMEN ENTHUSE OVER THEIR DECORATIVE POSSIBILITIES . . . 
Glide-All doors are available with flush or recessed panels, can be painted, 
papered, lacquered, varnished or waxed in natural finish. 


QUICK AND EASY TO INSTALL . . . top track is simply mounted on 
ceiling with screws. Aluminum threshold is screwed to floor. Doors are posi- 
tioned in upper track and engaged in the threshold. 


SAVE CONSTRUCTION COSTS . . . there are Glide-All doors for 
buildings of every type: 8-ft. floor-to-ceiling or 6-ft. 8-in. standard heights, 
overhead or bottom roller models. 


SIS 


Write today for new, low price schedules and specifications bulletin. 


4 WOODALL PLANTS COAST-TO-COAST 
GLIDE-ALL SLIDING DOORS ARE A PRODUCT OF SAVE YOU SHIPPING TIME AND COSTS! 


Write to Plant nearest you 


WoopDaLL JNDUSTRIES JNC. Chicago, 3510 Oakton St., Skokie, Illinois * Laurel, 
Sa a ee Miss., P.O. Box 673 * New York, Glen Cove Rd., 


Mineola, N.Y. ¢ San Francisco, 1970 Carroll Ave. 


hah Pils gest “Also Available in Canada’”’ 
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November, 1954 
NEWS 
EVENTS 
MODERN MORTGAGES 
FRANK LLOYD WRIGHT GIVES SEVEN DESIGN LESSONS 


THE QUALITY HOUSE—an editorial 


Are you building for yesterday’s market? 


HOW FHA ENCOURAGES QUALITY 
FHA and builders throughout the US combine their efforts to encourage 


better design and construction. 


QUALITY PARADE OF HOMES IN WICHITA GROSSES OVER $1 MILLION 
To show potential buyers what is new in housing, Wichita builders do 


such a fine job they get the whole town excited. 


STEADY DESIGN PROGRESS AND BIGGER HOUSES MAKE LITTLE 
BUILDERS BIG 
In St. Louis, Builders Fischer & Frichtel keep growing by improving 


their houses each year and by using more power equipment. 


LEVITTS’ NEW HOUSES FOR 1955 
After 25 years of experimenting, the Levitts show two new houses that 


reopen many old questions about design and planning. 


NEWS 


WHAT BUILDERS CAN EXPECT IN 1955 
AT HOUSE & HOME marketing conferences, panel experts discuss 


what changes will take place next year in the housing field. 


QUALITY AND COMFORT ON THE DESERT 
Designer Alfred Beadle designs a house for the Fritz Fingado family 


of Phoenix which reverses an air-conditioning trend. 


SHOULD HOMEBUILDERS HELP FINANCE SCHOOLS FOR THEIR TRACTS? 
Big Builder and Community Developer Philip Klutznick tells how Park 


Forest, Ill. is solving its school problems. 


NEW PRODUCTS 
LETTERS 


TECHNICAL PUBLICATIONS 


Cover: a Michigan house by Frank Lloyd Wright; photo: © Ezra Stoller 


Seven lessons from FRANK LLOYD WRIGHT 


Few builders and not all architects could tell you what makes this Frank Lloyd Wright house 
beautiful without first taking the house apart to see how it was put together. 

Ata cuick glance the house looks very complicated. But a closer look reveals the clarity of 
thinking and directness of approach found in so much of Mr. Wright’s work. 

On the next six pages we will take a close look at some of the devices Mr. Wright employed 
and consider how they contributed to the success of this house. 


HOUSE & HOME 


LOCATION: Michigan 
FRANK LLOYD WRIGHT, architect 
SETH FANDGREN, general contractor 


Photos: © Ezra Stoller 
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1. NOTE how the walls were built in layers 


Most Wright houses are sharply stratified: a stone band reaches 
up to window-sill height (or slab) ; next, a wood and glass band 
up to the eaves; and roof layer sits on top of that. 
This systematic way of building has three major advantages: 
a. it gives the house a clearly expressed “waistline,” making it 
look much longer and more elegant. The sill line is kept low 
(only 26”) to make the wall less of a barrier; 


2. NOTE how the big roof makes the house look bigger S| 


The roof is at least 50% larger than the enclosed areas. Its over- 
hangs vary from a minimum of 3’ all the way up to 10’ (they 
are reinforced with light steel where necessary) . 

The big roof gives a wonderful sense of shelter and a great 
deal of comfortable shade. It also eliminates the need for such 
separate (and often fussy) canopies over entrance, terrace, 
walks and carport as are needed with the usual shallow overhang. 


Exploded drawing 


b. it makes it natural to group the windows together—rather 
than building walls and then punching holes in them. As the 
Small Homes Council discovered, there is no easier way to save 
money. For all its 30-odd windows, this house has, in effect, 
only four window openings; 

c. it separates different trades and different materials -in 
sharply defined wall areas. This is a substantial economy. 


WOOD SHINGLES 
4 BUILDING PAPER 
ON 34° SHEATHING 


INSULATION 
BLOCKING 


\ 1x8 FASCIA. 
BOARD 4 BATTEN SOFFITS 
AND. CEILING 
=: 


We METAL STRIP 
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3. NOTE how the low ceiling dramatizes the high one 


The roof overhang turns back on itself and canti- 
levers right through the wall to form a 6’-8”-high 
ceiling shelf of varying depth indoors. As a result: 

a. the continuous soffit carries the eye right 
through the wall, makes the separation of indoors 
and outdoors much less apparent; 

b. the 6’-8” height means stock doors run from 
floor to ceiling, eliminate fussy framing above; 

c. there is no dark pocket above the windows; 

d. the low ceiling saves the hallways from seem- 
ing uncomfortably narrow; 

e. the shelves create a fine pocket for indirect 
lighting; 

f. most important of all, the 6’-8” height of the 
little ceiling around the perimeter makes the 
“cathedral” ceiling look even higher than it is. 
You enter under a low protective ceiling before 
you step into the tall room, 


4. NOTE how roof edge 


and planting edge go their own ways 


Most architects and builders, working with rectangles, 
make their roof line parallel their wall line and make 
their terrace edge parallel their house edge. But not Mr. 
Wright. In the diagram (right), see how the enclosed 
area (black) differs in shape from the roof (dark gray) 
and how both differ from the shape of the terracing 
(light gray). 

These interlocking plans are one of the ways Mr. 
Wright uses to integrate indoors and outdoors. 


5. NOTE how open the kitchen is, and yet how shielded 


Most open kitchen-dining-living plans are too open: the kitchen is visible from 
the living area and vice versa. In this house, Mr. Wright used a V-shaped 
(rather than L-shaped) kitchen-dining-living plan that has the dining table in 
the crook of the V. Result: the table looks like part of the kitchen when you are 
in the kitchen (and cannot see the living room), and it looks like part of the 
living room when you are in the living room (and cannot see the kitchen). 
Reason: the diamond-module produces a sharp 60° angle between kitchen and 
living area, rather than the usual wide 90° angle—and this sharp turn screens 
kitchen and living areas completely from each other. 
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6. NOTE the studless wall 


Indoors and outdoors, the wood walls are built 
up of 7%” boards fastened to either side of a 
1” plywood core (with layers of building 
paper in the outside walls). Specially milled 
hardwood battens, screwed to the plywood 
core, hold the boards in place, permit plenty 
of movement in the wood. The walls are as- 
sembled flat on the slab, then tilted up into 
place and mounted on a metal strip set into the 
concrete. 

Studless wall panels will play an important 
role in tomorrow's house to save construction 
time, money and space; in this house the thin 
walls saved almost 50 sq. ft. of floor area. 


7. NOTE how Wright masters the diagram, never lets it master him 


has | Sleeping 


Living 


mn Main entrance 
=) Service entrance 


All his life, Mr. Wright has been an enemy of 
standardization of men, while advocating the 
standardization of building components. 

In this house Mr. Wright uses a 4’ by 4/ 
unit but it is diamond-shaped rather than 
square. Result: no prisonlike grid, but a free. 
open, workable plan. The unit works for the 


architect—not against the freedom of the plan. 

In his houses Mr. Wright also follows a 
sound planning diagram: his sleeping, living 
and working areas are clearly separated; his 
entrances are properly located and controlled. 


a | Diagrammatic plan 


Tr <> 


Actual plan 


Yet the resulting architecture is never a dia- 
gram—it is as alive as the trees among which 
it seems to have grown up. 

To Frank Lloyd Wright the demands of 
standardization and the demands of human 
freedom need not conflict. But if they do, then 
he, the architect, must always resolve them as 
he resolved them here. 
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This editorial was written 

in collaboration with 
homebuilding’s No. 1 economist 
Miles L. Colean 


Are you building for yesterday’s market? 


Or are you getting ready 


EDITORIAL 
- | 
ee ee a ee, —— 


Every year the market for new low-priced houses gets smaller. Every year the 
market for new quality houses gets bigger. 
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America is wiping out poverty so fast that already more families have incomes 


over $5,000 than incomes under $3,000. But: 


1. We already have at least 25% more low-cost houses than we have families 


who can afford nothing better. 


2. We have nowhere near enough quality houses for those who could afford them. 


Tomorrow’s mass market is the quality house. By 1959 the low cost 


house market around most of our cities will be glutted even if no more cheap houses E 
are built. By 1959 the big new problem will be what to do with the surplus of = , 3 
cheap houses left over from poorer days. i a4 


Look at this graph and see for yourself 
how the housing market is turning upside down 


i 
(op) 


Se ee 


Income bracket $0 -3,000 $3,000-4,000 $4,000-5,000 $5,000 + 


Fifteen years ago the mass market was indeed the low-price market, for there were 


1949 
953 


nearly twice as many families under $3,000 as families over $5,000. But five years 


from now 


at the present rate of change—exactly the opposite will be the case. 
There will be twice as many families with incomes over $5,000 as families with 


incomes under $3,000! 


MI 1959 
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Are you basing your plans as a builder, a realtor, a lender, or a supplier on the 
idea you can do more business in the dwindling market for cheap new homes? ~ 
Or are you getting ready for the almost insatiable boom that is just ahead for 


quality houses and quality products? 


Are you planning for yesterday’s market? Or are you getting set for tomorrow? 
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for the coming boom in quality houses? 


The whole idea that the homebuilding industry must build cheap houses to tap a 
great new market is based on an obvious fallacy—the fallacy that the American 


standard of living ever has or ever can stand still. 


Quite to the contrary, our American productivity is stepping up so fast that the 
| purchasing power of the average American family has increased fourfold in the 
last 80 years—a compounded increase of about 2% a year. So says the current 
annual report of the National Bureau of Economic Research. And lately the income 


of the poorest fifth has been increasing twice as fast as the average. 


If these two trends to increased purchasing power continue—and 
there is some reason to believe they are accelerating instead of slowing down—the 
average family income (in constant dollars after federal taxes) will shoot up 
from about $4,090 in 1950 
to $5,000 in 1960 
then to $6,100 in 1970 
on to $7,400 in 1980 
on to $9,000 in 1990 
and reach $11,000 in 2000....... and by that time there will be 
hardly any poor families at all 


Who then will live in all the cheap houses the homebuilders are still being urged 
and preached at to build? The American standard of living is going up 22% 
every decade; and the American standard of housing, which has lagged behind the 


rest of the American standard of living, must now rise even faster to catch up. 


Until that Utopia is reached of course we must go on helping low-income families 
heve better homes. But the homebuilding industry has gone on record not once 
but many times that “in most communities we can provide good housing for lower- 
income families much better and much faster by improving existing housing than 
by new construction.”” Then what good will it do to build more minimum housing 
if our real problem is what to do with the minimum housing we already have, how 


best to modernize the best of it and how quickest to wipe out the worst of it? 


The shortage of good houses is the most pressing of all American short- 
ages today, the sure guarantee of homebuilding volume and prosperity for years to 
come. But the only shortages of low-cost housing now are 1) for minorities, for 
whom almost no new housing has ever been built, 2) for retirement, for which, 
again, almost no houses have ever been built, 3) around cities growing too fast to 


have their normal proportion of old houses available at low rents. 
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Look what a tremendous difference the known change in income 
pattern in just two years can make. If we project the 1960 housing need 
on the basis of the 1951 pattern instead of the 1949 pattern: 


1. America would need to build 3 million less houses in the present decade costing 
$75 a month or less (4,500,000 in ten years instead of 7,500,000) ; 


2. America would need 814 times more new houses costing $90 a month or more 
(3,400,000 instead of 400,000)! 


So the Senate banking committee was told last spring by Professor William L. C. 
Wheaton, top planning authority at the University of Pennsylvania and No. 1 fore- 


caster for the National Housing Conference. 


But why did Professor Wheaton stop with 1951? If the income pattern change in 
just two years cut the probable need for more low-cost housing by 40%, why did 
he not carry his studies further and show what the predictable increase in income 


for nine more years will do to the need—and the market—for cheap new houses? 
Now our sister magazine FoRTUNE has given us the answer. 


It will completely eliminate the need in most areas. It will create a 
brand new problem—and a very welcome one: how to get rid of a large part of 
our present supply of cheap houses for which there should no longer be any demand 


or any market in 1959. More specifically: 


> By 1959 we will need 3,200,000 less low-cost homes than we already have—for 
by 1959 there will be 2,100,000 less families under $3,000 and another 1,100,000 
less families between $3,000 and $4,000 (see graph on p. 106). 


> By 1959 we will need 6,100,000 more quality houses, for there will be 6,100,000 
more families with incomes over $5,000—including 2,800,000 more over $7,500. 


And look hew purchasing power in the quality market is growing! 


Fortune’s forecast is based on the unequivocal statement of 
Dr. Arthur F. Burns, chief economic adviser to President 
Eisenhower, that it is both possible and “‘essential to our 
national security ... and public welfare’’ to raise our national 
production 22% in the next five years—from $360 billion to 
$440 billion (always in constant dollars). What that will do 
to our national income pattern is shown in detail in the 
accompanying charts based on Fortune’s analysis. 


Income bracket $0-3,000 $3,000-4,000 $4,000-5,000 


From 1953 to 1959, ForTuNE forecasts, the six-year increase in the buying power 
of the over-$5,000 families will almost equal the total buying power of all the 
under-$3,000 families. And the total buying power of the over-$5,000 families 
will be nearly twice the buying power of all other families combined. 


Total income 
in billions 
of constant 


dollars 


150 


$5,000 + 


The American people need better homes. They can afford better homes. And it is 


EDITORIA 


high time everybody in homebuilding pitched in to sell them those better homes— 


instead of giving away cheap homes for nothing down. 


From now on our industry will find its mass market in the quality house. 


This is good news for everybody in homebuilding 


It is good news for the architects—for the buyers of quality houses will not 
be satisfied with stock plans or even $25-a-house design standards. They will insist 
on better layouts, better site plans, better appearance than the builder can offer 
without professional help. The AIA is right in believing the great new challenge 


and opportunity for the architect lies in working with the merchant builder. 


It is good news for the mortgage lenders—for there is more profit and 
longer security in the larger loans on quality homes. The builder of a too-cheap 
house may sell it, take his profit, and forget about it. But the lender who takes a 
30-year mortgage on a too-cheap house will have to live with it a long, long time— 


and so will the federal agency which insures or guarantees the mortgage. 


It is good news for the realtors, for it promises an ever active market as each 
new quality house enables as many as 12 families to play musical chairs and 


each move to a nicer home. 


It is good news for lumber dealers and building material manufacturers, 


who have always preferred to sell quality products. 


It is good news for the homebuilders. I[t will give them new prestige in 
their communities as they build more homes in which everyone can take pride. It 
will make them more welcome in hundreds of towns which are now trying to freeze 
them out. It will help them give better value, dollar for dollar. It will free them 
from the dreary pressure to build for too low a price with rooms they know are too 
small, overhangs they know are too shallow, lots they know are too small, materials 


and equipment they know will wear-out too soon. 


Because the coming boom in quality houses is good news for everybody... 
because FHA is reversing its whole appraisal policy to encourage quality homebuilding . . . 
because the new housing act ends the discrimination against quality houses in the mortgage pattern « . 


because smart builders everywhere are upgrading their plans to enter the quality market .. . 


e 
this entire issue of HousE & HoME is devoted to the qua | ity house 
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Floyd Kimbrough’s Jackson, Miss. version of BH&G house 
at $26,000. He sold 25, expects to sell 100. 


Architects Compton & Pierce, Lexington, Mass., are build- 
ing 25 houses at $20,000 to $25,000, have several models. 


All-gas house, a hit at Houston’s Parade of Homes, was 
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In Colorado Springs Parade this house was designed 
by Dan Loewen for Keith Hook, built by Neil MacDonald. 
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Changing FHA policy 


and quality products 


Last spring, House & Home reported tts 35-man round table discussion of 
how to get better valuations for the quality house (H&H, March 754). 
Recommendations were directed to FHA and VA from experts representing 
all phases of the homebuilding industry. 

This all-industry round table took a fresh and dynamic approach to the 
basic problem of quality builders. Recommendations brought promises of 
immediate government action, were soon incorporated into the thinking of 
government housing officials and within the past few weeks have been given 
strong endorsement. by FHA’s top people. Seldom has there been such an 
immediate response by government to an industry's recommendations. Now 
the encouraging directive of “quality recognition” is being passed from Wash- 
ington to its FHA field offices in a new program which could bring major 


improvements in US housebuilding. 


| 
: 


boosts the quality house 


- HOUSE & Home. 


Said FHA Commissioner 
Norman P. Mason 


What the round table members 
recommended 


>A new attitude throughout FHA and VA toward 
quality, a new willingness to accept change, and a 
new acceptance of contemporary design. 


> A new issue of dynamic instructions to the field and 
then better supervision to assure more uniformity of 
appraisal practice from office to office. 


> Some completely new thinking about valuation. Is it 
frue that a house cannot be worth more than it cost 
plus a small fixed profit? 


>A new willingness in Congress to let FHA spend 
enough of its income to attract and hold architects 
and appraisers good enough to meet their difficult 
responsibilities. 


> A fresh revision of the minimum property require- 
ments worked out in collaboration with the various 
groups that are contributing to homebuilding progress. 


> A new program for continuing review of FHA-VA 
standards. This program should take full advantage 
of such private enterprise research facilities as can be 
tapped through the Building Research Advisory Board 
and such field-testing facilities as are available 
through the Research Institute of the National Associa- 
tion of Home Builders. 


> A clearer understanding that tomorrow’s house will 
include far more equipment and far more built-in 
furniture and a greater willingness to include these 
built-ins in the valuation. 
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What FHA is doing 


at House & Home’s annual marketing conference: 


“The improvement in housing standards and conditions is 
the new direction of FHA. The law puts fresh emphasis 
on quality. There is a mandate to FHA to return to funda- 
mentals, and to start raising housing standards, 


“One objective of the revision in FHA standards is to give 
recognition to quality construction and to quality products. 


“Another objective is to encourage improvement in the 
design of dwellings. It is not only what a house costs, initially, 
which is important. Equally important is what it will cost 
to live in it. FHA is going to take a good look at these 
other costs, such as monthly upkeep, fuel bills, depreciation, 
painting costs and that sort of thing. 


“FHA can and should modify its standards to give greater 
recognition to quality construction and to improved design. 
You don’t leave room for much imagination in design when 
you accent only the minimum. If you accent only the mini- 
mum, you probably get the 24’ x 36’ boxlike house that 
has become institutionalized in the last few years. I am not 
being critical of FHA homes that have been built to these 
dimensions. In the main, I know they have been well con- 
structed, but they pinch costs to a point where buyers could 
afford more if only they had access to favorable financing 
terms, but were obliged to accept less than they wished. 


“T hasten to add, however, that this does not mean that 
every contemporary fetish is sound, nor that FHA would go 
overboard to approve every innovation. It does mean that 
the home buyer will be given the opportunity to choose be- 
tween contemporary and traditional design. 


“We all recognize that it is more economical to insulate a 
house adequately when it is under construction than to at- 
tempt to insulate it after it is completed. We recognize that a 
well insulated home will cost less to heat in the winter, and 
to keep cool in the summer.” 


Said Chas. A. Bowser, FHA asst. commissioner for tech. standards: 


“In the past, and because of war conditions, lack of labor 
or materials or emergency conditions, FHA has had to oper- 
ate on a cost concept. This practically threw the valuation 
concept out the window. Everything was based on cost. 

“Today we’re trying to get back to a valuation concept 
where cost is only one factor. 

“We know that the builder will always build to minimums 
as long as he gets the maximum mortgage amount. How can 
FHA give him valuation over the minimums? 

“We're getting into deep water now in trying to figure out 
what the amenities are that will produce value, so that the 
builders will receive valuations for the better quality over 
and above the minimums.” 


Said Neal Connor, FHA’s director of architectural standards, | 
to NAHB’s directors in New York last month: 


“With the new climate in Washington we are giving more 
consideration lo quality and we plan to allow for it in valua- 
tions. FHA will.now allow. for things turned down previ- 
ously, such as contemporary design or indoor-outdoor living. 
There is no problem now except getting the word out to the 
insuring offices.” 


Photos: O. A. Sealy; County Photo Service 


Across the US, builders and 
FHA directors report 
a swing to quality houses 


When FHA Director Ellis Charles of Dallas told House & Home last month 
that the “new FHA regulations are causing a 50% increase in builder applica- 
tions across the board, with a definite trend toward higher brackets and 
quality products,” he summed up what is going on all over the US. Said 
Colorado Builder Lou Carey: “The biggest new and untapped market in 
Denver is from $15,000 to $20,000.” 

There is a new and powerful move by builders toward the higher priced 
house. While the new Housing Act is stimulating house sales in all price 
classes, the movement to better houses is growing so rapidly it may well cause 
major changes in the housing industry. The new thinking in Washington 
offers a possibility of removing the penalties that have existed on quality 


materials and equipment in houses over $12,000. 


Competition in Denver 

forced Lou Carey 

to build a better, larger house 

with more features. 

It is a big sales success at $11,450 to $14,850. 


Long Island’s Morton Bros. 

moved up in price 

and quality, 

are selling new models well at $16,990. 


What builders say 


Enterprising builders have been quick to get into 
the new quality market. Builder Ralph E. Staggs of 
Phoenix is representative. ‘‘The new Housing Act will 
double or triple our sales,’”’” he says. We are moving 
away from the $7,000 to $10,000 market up into 
the $10,500 to $13,000 price. We have completely 


_redesigned our house and can now sell houses the 
public has been wanting. For $12,600 we give a 


1,579 sq. ft. house with three bedrooms, a den, two 
baths and a covered terrace. It is the best house 
for the money we’ve ever built.” 


W. T. Jameson of Norman, Okla. is moving up from 
$10,000, to the $12,000 to $15,000 bracket. ‘‘We’ve 
been using floor and wall furnaces,’’ he reports, 
“but will go to central forced air and use some air 
conditioning. Houses are already selling better and 
we plan to be more active next year.” 


In San Antonio Jimmy Burke plans to bring out some 
new houses that will sell for $1,000 to $1,500 
more than his old line, will add more equipment, 
more expensive materials on the outside and gen- 
erally improve them. This year his price range has 
been from $6,000 to $10,000. 


In Salt Lake Lue Bettilyon has been building houses. 


at $12,000 to $16,000, will move up to the $25,000 
and over market. 


In West Hartford, Conn. J. R. Stich Associates will 
move up from $11,900 to sell houses at $12,000 to 
$20,000, expect an increase in nonveteran sales. 


Says Floyd Kimbrough of Jackson, Miss: ‘‘The public 
is demanding that we move up in the price field.’ 
He sold 25 houses at $26,000 of his version of the 
BH&G house (see photo, p. 110), expects to sell a 
total of 100. ‘‘There are 20 million veterans who are 
potential buyers of better houses because either they 
never bought or bought too small a house.” 


Prefabricators also are aware there is a growing 
new market for the over $20,000 house. Next year 
both US Steel and National Homes will have more 
expensive houses. US Steel will call its house ‘‘The 
Visionaire’’ and says it will be sold for $22,500 with 
land. National’s house will sell at around $25,000. 
Don Scholz’s prefabs priced to $30,000 have been 
selling well, may have influenced other producers. 
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Houses are more interesting to people than horse races, 

a point proved at the Los Angeles County Fair in September when 
“House Beautiful’s’? handsome rooms, like one at left, 

were hit of fair and outdrew races, 


Quality house has plenty of built-in storage, 
as in this house by Architect Richard Neutra. 


Photos (top & bot.): Maynard Parker, courtesy of House Beautiful 


What FHA directors told House & Home , , , In Chicago, FHA Director James C. Moreland: “FHA volume 
for Sept. 54 is more than double that of last September. While 
lower price houses predominate, our participation in higher price 
homes is greatly accelerated. Buyers are demanding and getting 
more quality products as a result of the new Act.” 


In Birmingham, FHA Director C. A. Wiegand: “The new FHA 
Act has definitely stimulated the volume of applications, especially 
in the higher price range and for more quality products. Air 
conditioning leads.” 


In San Francisco, FHA Director Edward W. Briggs: “Builders 
here are building a higher priced house and are using more 
quality products as a result of lower FHA down payments.” 


In New Orleans, FHA Director Ralph H. Agate Jr.: “Indica- 
tions are that builders are moving into higher priced housing and 
will use better quality products.” 


In Kansas City, FHA Director Herb Studer: “Builders are 
moving up into a higher priced house and better quality resulting 
from lower down payments. There is a tremendous increase in 
both existing home and new construction applications.” 


In Knoxville, FHA Director Sterling Roberts: “In panel sessions 
across the state we have stressed quality products and feel that 
builders will show more care and pride in quality. We have made 
builders aware that FHA will give higher ratings for quality.” 


In Indianapolis, State FHA Director Charles M, Dawson: “We 
are optimistic about the possibilities of improving housing stand- 
ards at all levels under the new law. There is a definite trend for 
builders to move from the very low cost units to medium priced 
brackets. This move entails an increase in size, use of more equip- 


Storage cabinets 


with space for many types of articles 


cover an entire bedroom wall 
in house of Wm. Pfaus. ment and better quality materials. 
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Beautifully designed house at right and below 

by Architect George W. W. Brewster of Boston 
won top award at Boston Art Festival this year. 
Judges said it was ‘‘a good example of 
straightforward modern architecture with dignity 
and beautiful proportions. 

it avoids all the tricky clichés 

of many modern houses.’’ 

House is on Buzzards Bay, Mass. 

Owner: J. Gordon Gibbs. 


Photos: © Ezra Stoller, courtesy of House Beautiful 


A quality house has quality materials 


The case for the quality house and quality materials now depends 
on district FHA offices getting word from Washington that better 
housing is to be encouraged. There should be a whole new attitude 
about appraisals. At House & Home’s round table on valuations 
(H&H, March 54) it was said that a forced warm air heating 
system in Los Angeles goes into the cost estimate at $237.50 (the 
lowest bid to be found) even though the builder may have paid 
$400 for it. In Miami, all interior doors go in at a flat price per 
opening, all kitchen cabinets at the same price per running foot, 
all washbasins the same, regardless of size. In South Bend, all 
wiring systems go into the cost estimate at $5 per outlet regard- 
less of how well the builder has done a wiring job. Every builder 
knows these examples could be multiplied for other items. 

It follows that in the past, FHA-VA valuation was almost bound 
to penalize the builder who installed a good furnace, who pro- 
vided better materials and equipment. 

Now, at last, there is a chance that the dream of quality builders 
and quality manufacturers can be realized. What the round table 
asked for is within reach. Said the panel members: “All we ask 
is that FHA and VA appraisals should be fair, understanding and 
farsighted, that appraisals should give proper credit to better 
quality, better design, better taste, more efficient planning, better 
neighborhood development, better orientation, better color, greater 
flexibility, more economical standardization, lower maintenance, 


better storage, less wasted space.” 
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Ernest Braun 


For first time FHA will now give valuation 

for such features as outdoor living, 

which add to better living quality of a house. 

This house and garden are by Architect Rebecca Esherick. 
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Buyers will pay more for quality 


Several new surveys show that people will pay extra for quality 
materials. In Little Rock approximately 6,400 questionnaires were 
filled out by visitors to Paul Spike’s house at the recent Parade 
of Homes. Most said they would pay more for quality items, 
varying from more and better bathrooms to air conditioning and 
better floors. Some 77% said they would pay $300 extra for hard- 
wood floors; 64% would pay $200 more for ceramic tile in the 
bath; 65% preferred an extra half-bath to more floor space; 
65% would pay $700 extra for air conditioning; 88% would pay 
$400 more for brick in contrast with frame. 

To learn what items their past buyers would have paid more 
money to get, Builders Fischer & Frichtel of St. Louis (see p. 
128) canvassed 181 families. More people wanted a fireplace 
and an extra half-bath than any other feature. Then came screen 
porches, recreation rooms, enclosed storage in the garage, a study 
or library, workshop, built-in oven and cooking top. 

Additional evidence that buyers want features which charac- 
terize quality houses is found in a new and still unpublished 
HHFA report. When the Survey Research Center of the University 
of Michigan made visits to 1,000 representative families who had 
bought homes in 1949-50 it was learned that: 97% wanted a garage, 
92% wanted a fireplace, from 70 to 100% a porch, 45 to 85% a 
laundry—utility room, 35 to 85% an extra half-bath, 27 to 47% 
a full second bath. Some 60% said they were not satisfied with 
their houses and would like to make changes which would improve 
their livability. 


House, with garden (below) 

is Builder Paul Spikes’ Parade house 
at Little Rock 

on which questionnaires were based. 
House is $12,000; 

garden is $250 more. 
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Two stainless-steel basins like this one are sunk in mosaic counter top, 
Bath and dressing room are to the right. 


Lush house suggests ways 


Shadowless daylight 

comes through sandblasted glass walls. 
Beautiful mosaic counter 

with redwood drawers beneath 

extends from bedroom into dressing room. 


Bedroom-bathroom suite for a luxury house by Architect Henry Eggers 
for ‘‘House Beautiful’s’’ building at Los Angeles County Fair. 


2 If people wanted new-model homes as strongly as they want new 
automobiles there would be more moving up from poor houses 
to quality houses. Luxury exhibition rooms, like the one above, 
inspire most people to want something better. 

Progress has come to baths and kitchens because quality here is 
more readily seen than in other parts of the house. Women have 
learned more about what makes a good bathroom and a good kitchen 
than what makes a good heating system or better floors. Because 
many builders believe that the kitchen and the bathrooms sell the 
house, they have been quick to provide quality here, even though 
FHA or VA have not allowed full valuations. 

Now under the new quality program, builders can improve their 


QUALITY HOUSE 


baths and kitchens still further. Better design, better materials. 
more appliances and better planning can be included which will 
keep up with changing trends. The photographs here show some 
of the features that women buyers want. 
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Lyon Metal Products 


Theodore Osmundson 


Fine work counters, plenty of cabinets, hooded cooking top 
are in Spackman house by Architect Morgan Yost. 


to make people want better homes 


Handsome storage cabinets, open shelves, high ceilings 
add beauty to Roger Lee’s open-plan kitchen for Glenn Wessels. 


Family room adjacent to kitchen is trend in many tom houses. 
This has smoke ovens built into fireplaces. 
By Designer Clarence Tantau Jr. for Dr. Rolland Brown. 
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Quality parade 
in Wichita 
grosses over 

$1 million 


for builders 


Impressive interiors matched the handsome ex- 
teriors of the 15 houses in Research Village. Among 
the highlights was this living room in Robert 
Smith’s house with its ledgestone fireplace. 


QUALITY HOUSE 


National Home Week was more fun than a fair in Wichita, Kan. Sixty-five 
thousand Wichitans came out Sept. 19-26 to see the 15 homes in Research 
Village and there was something for everyone’s taste. Whether they pre- 
ferred the moderately conservative ranch houses or more daring contem- 
poraries on the one-street Parade, everyone found imaginative design and 
quality they had not seen before on so grand a scale, Builders exhibiting 
in the Parade or on their own lots sold over $1 million worth of houses in 
the first two weeks. 

The reason was simple: Wichita’s leading homebuilders had built quality 
homes to whet the public’s appetite. Each had designed and built the best 
he knew how (learning in the process). Each hoped to show something new 
and better—and did. Several had gone far above their usual price class. 
All of them put more into the houses (prices ranged from $19,500 to 
$34 500) than was perhaps realistic in so competitive a market as Wichita. 
But they were convinced that the extras would pay off eventually in stim- 
ulating demand for quality features and better housing. 

More than that, the show represented a rare attempt at market research 
in the homebuilding field. Not only did Wichita’s alert builders plan their 
show to influence the public but also to test audience reaction. Not content 
to eavesdrop on visitors, they arranged for an opinion survey. The Wichita 
Association of Home Builders commissioned a University of Wichita social 
scientist to find out what the visitors thought of the 15 houses. Five thou- 
sand questionnaires have been mailed to as many families, asking their 
opinions on what they saw, house by house and room by room. (The sur- 
vey is being made only among those who received copies of the WAHB’s 
elaborate 100-page “plan book” of the show.) 

As pictures of the houses on these pages show, Wichitans could be encour- 
aged by this demonstration of building talent and imagination in design. It 
was the group’s first Parade, undertaken by builders eager to work together 
through their association (membership soared from about 80 to 335 in only 
a year) to benefit the industry. They helped each other to make the show a 
success, and members gave the materials and labor for their “Research 
House,” which had won first prize in a design competition sponsored by 
WAHB. All but one of the 15 show houses had low-pitched roofs, all but 
three had activity rooms or the equivalent. They were built on half-acre or 
larger lots purchased at cost from Developer Lester Matlock for $1,400 each. 
(Matlock’s property was so improved by the Parade that his remaining lots 
sold fast at much higher prices.) 


65,000 peopte viewed the Wichita Parade, often queueing up like this to see the new ideas 
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Builder-judges gave top award in design competition to 
this house designed by Architect Harold Himes. They 
liked its open plan and clean appearance, and were im- 
pressed by good traffic flow, particularly around the 
kitchen-family room area. Front of house looks wider 
than it actually is because wall extends as high fence, 


Prize-winning Research House was first to sell 


Dining area (view 2 in plan) is far enough removed from 
kitchen to escape odors and undue noise, yet is readily 
accessible to kitchen as well as other areas. 
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A Wichita mortgage banker paid $24,500 the day before 
the Parade opened to buy this first-prize Research 
House for his mother. She had not seen it and was 
dead set against a house in that location. But she saw it 
the next morning and liked it so much that within five 
minutes her one concern was that her old furniture 
would not do. 

The house was designed by Architect Harold Himes, 
who has been actively encouraging builders and archi- 
tects to work together to improve design in the area. 
(Two of his associates in Ramey & Himes won second 
and third awards in the design competition.) Com- 
petition rules called for a house of not more than 1,400 
sq. ft. on one floor, suitable to the needs of a family of 
four (rather than of a banker’s mother). The house 
was one of the most popular during the Parade week, 
and included more new ideas than any other, 

Himes, of course, was familiar with the post-and-beam 
and slab-construction methods used. Many builders 
learned slab construction for the first time by helping 
in the joint project of building the house. 


tile 


Floor 
extends from front window along side of room all 


where ceramic 


in plan) and outdoor 
like driftwood, 


and 
view 1 


easily 


in floor plan, 
ought together psychologically by wall 


(below, 
redwood stained 


flows 


apparent 
Both terraces can be seen 


Traffic 
to bathroom and bedrooms, 
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i 
in oven (below) 


—— Wic 
low brick wall has built 


Lester Matlock house 


(above) has full view of dining room 


kitchen 


Clover Construction 


Recessed refrigerator in wall at right 
is one of many features of this open 
Research House kitchen. View is 
from family activity area. Ample 
work space and cabinets are provided. 
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Wichita builders 


Robert Branson features refrigerator, freezer units 


Built-in rotisserie (left) at one end of 
kitchen is featured in O & F Construc- 
tion house (shell of which is prefab- 
ricated by Wadsworth Homes). 
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Most baths were compartmented Laundries were hidden 


Washer, drier and air conditioner occupy »~ > 
one area off family room in L. E. Gard- 

ner house. Here folding doors are open, 

View is toward breezeway and garage. 


BEDROOM 


<<é In G. T. Derrick house, compartmented 
bathroom opens at one end to master be'- 
room and at other end to hallway. Bath 
section may be closed from either end. 


With folding doors closed, utility room SS—> 
is effectively hidden in Gardner house. 

View is from partially enclosed breeze- 

way toward family room and kitchen, 


<é Robert Branson divided this bathroom 
into three distinct sections, providing 
maximum privacy for toilet and the 
shower but leaving washbasin areca open. 


Another way to hide the laundry is shown yy 
in this view of washer and drier section of 
Research House. Double doors closed, 
there is no sign of laundry. 


BEDROOM 
BEDROOM 


<< _ In L. E. Gardner house and others designed 
by Ramey & Himes, bathrooms were 
usually divided in this manner. One of 
the basins had counter top. 


Double doors also effectively hide washer ane 
and drier in W. L. Stauffer house. As in 

the Research House, laundry is in recrea- 

tion room across from kitchen counter. 
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<—£ Vanity counters enclosing the washbasins 
BEDROOM were in many houses, as shown here in 
Clover Construction house which had 
compartmented bathrooms. 
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WICHITA PARADE 


Visitors found new ideas wherever they looked 


Pegboard wall in garage of Research House helped 
to make an attractive playroom and storage area next 
to family room and kitchen, seen through doorway. 
Wichitans made much over this window in garage. 
Garage also included large toolroom on one side. 


Decorative fountain and shallow pool in Jennings Inc. 
house utilizes air-conditioning water, pumps it back 
through system. Long, narrow patio outside dining 
and living rooms has outlet for TV set. Tubular steel 
frame for the mobile set is on wheels. 


WICHITA PARADE < : ~ : BS Fo See ee 
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Massive stone fireplace helped make Builder-Designer Robert Smith’s house most impressive of show | 
1 


Most glamorous and expensive was Smith’s Holiday House 


A graduate architect, Robert K. Smith returned to Wichita last year after 
17 years in Washington where he was with FHA and then with a prefab- 
ricated housing firm. He has built and readily sold a number of small con- 
temporary houses in the past year and believes Wichita is ready for many 
more. His experience shows in every detail of his $34,500 Holiday House. 
Meticulous attention was paid to practically every nail in the house. 

Holiday House contains more than 1,600 sq. ft., is primarily a rectangle 
24’ wide and 62’ deep, yet it has the appearance of a much wider house. 
There are four outdoor living areas, each with a separate function related 
to specific interior areas. The most interesting—and a major hit of the 
Parade—is an “inner garden” private to the master bedroom. 

The dining-living and kitchen-family areas have clear views of the 
principal outdoor living area on the south side. Cedar paneling and beam 
ceilings in natural color are used in these rooms, redwood and Arkansas | 
ledgestone on the exterior. The center beam running the length of the house | 
carries most of the wiring and plumbing lines. The house is air conditioned 
(as in fact were all the Parade houses) and includes perimeter heating, 
built-in cooking top and oven, dishwasher and garbage disposer, 
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Master bedroom has its private garden and bathroom 
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Each bedroom has its private patio or 
garden in Smith house. Floor plan 
shows kitchen is square, formed by 
two L-shaped working areas, one 
of which also serves partially as 
“brunch” bar. 
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1951-53: first houses in Frostwood, latest sub- 
division, had roof pitches lowered to 2!/2-in-12, 
few or no rails in Windows, greater openness 

of plan, greater (1,135 sq. ft.) area, ceilings 
that followed roof lines. Prices: $11,500 to 
$13,000. ‘‘Buyers were not yet ready to accept 
rear living rooms,’’ says Fischer. Most present 
Frostwood models have side living rooms, an 
occasional rear-living-room model. Note 


picture window edging around side. 


1949-50; Champlain, 165-house tract of $7,000 1950-51: Engler Acres, next tract, had 5-in-12 
houses, had all flat-tops with redwood siding. roof pitches, fewer rails in windows, wider 
Builders found houses ‘‘a little too advanced.’’ expanses of glass. Prices: $10,500 to $11,500 
Note how window in front grew deeper. for three bedrooms. 


1947-48: first subdivision of 30 
houses, Maryknoll, was built 

when young builders had trouble 
getting suitable lots. Noting 

how high building costs squeezed 
down room sizes, they decided 

to build basementless houses 

with radiant heat. Hip-roof 

house of brick sold for $9,500, 

had 1,150 sq. ft. Note size of picture 
window in front. 


1940: first house Fischer-Frichtel built, brick Cape Cod, 
was their last imitation of past style. 

Sales price: $6,500. Profit: ‘‘Possibly 5%,’’ 

says Ed Fischer. War and material shortages 

interrupted production till 1946 when 


Photos: Piaget; H&H Staff q 


builders built first of a dozen houses 


on scattered lots (see above). 


Steady design progress, bigger houses 


Three energetic young builders (see left) have instigated an over- 
whelmingly successful attack against standpat design, almost doub- 
ling the size of their operation in each of the 14 years they have 
been in business. Fischer & Frichtel’s success in conservative St. 
Louis should prove for the cold of feet and chicken in heart that 
up-to-date design is good, sound business and that builders in other 
parts of the country could adopt their successful formula. 

Their basic three-bedroom house (1,270 sq. ft.) with two baths, 
attached carport on a 7,500-sq. ft. tree-shaded lot has set the St. 
Louis market on its buying ear. Biggest reason: a rock-bottom 
$14,500 price. Sales record: 68 houses in eight weeks. Profit: 
a ccer baide -anid deslis: LAN Geheat teeta “considerably less than 10%.” Their latest building bargain fol- 
president, who coordinates subs with company's subdivision opera- lows a long line of successful subdivisions (747 houses) in which 
tions; John Fischer, secretary-treasurer, who handles purchasing. designs improved steadily, houses grew bigger and plusher. 


Young builders (average age: 34) are (I. to r.) Ed Fischer, presi- 
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made these little 


Fischer & Frichtel approach the quality-house market (see p. 106) 
three ways: first, they offer a bigger house for today’s grow- 
ing families (“If a house has three bedrooms, it needs two baths” 
—theirs has). Second, the $14,500 price buys such luxuries as in- 
side brick walls, sloping ceilings, recessed lighting. exhaust fans 
in second bath and kitchen. screens. sliding-glass window wall, 
full dining room, a roomy combination utility-playroom. Third, 
they offer 24 optional extras—built-in ranges. fireplaces. washing 
and drying appliances, terraces, double carports, ete.—that can 
slide the price to $18,000. Most popular: fireplaces (28% of buy- 
ers bought), double carport (8%), terraces (8%), garbage dis- 
posers and dishwashers (5%). Since the changes in FHA rules, 
the builders confidently expect the percentages to increase, will 
build many houses up to $18,000 in their new 420-house addition. 


builders big 


Frostwood houses are staggered, set back 40’ to 50’ among trees on curved street 


QUALITY HOUSE 


Their sales success has not depended on no-down payment VA 
mortgages: they sell at 10% down to Gls, as high as $3,500 down 
FHA (over-all average 25% down)—proof that people have the 
money to pay for what they really want. F&F will not sell for less 
than 10% down because they believe people take better care of 
their houses when they have a good-sized investment in them. “This 
pays off in the long run because it means better neighborhoods and 
therefore more salability for future houses.” says Ed Fischer. 

What kind of buyers do F&F get? “Mostly young. progressive- 
minded folks—regardless of income or education. But it is sur- 
prising how many older people go for contemporary design. More 
and more people will accept new design if builders give it to them.” 

What's in F&F’s future? Says Ed Fischer: ‘“Flat-tops. We are 


working toward them and we'll build them still more successfully.” 
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QUALITY HOUSE 


Architectural Engineer Ed Tillman, F&F staff designer, has been with 
firm for last three years, designed this shopping strip which F&F 
hold as investment. The builders have also built a 25-apartment rental 
dwelling which operates profitably, but prefer to build houses. They 
have been building in Heather Hills, a subdivision of houses ranging 
up to $30,000, as well as in Frostwood for last several years. 


Visual interest jn tract is created by 
gently curving streets, staggered set- 
backs. Carports can be switched to 
either side, back or front to provide 


eight different exterior variations. 


SCHOOL, 


Nestling in old apple orchard, quality houses already have long-established look 


BEDROOM 
93% xIl'-C 


BEDROOM 
13-4" x IN-9" 


BEDROOM 
10-9" x 9'-G" 


LIVING 
13=2"x 19-9" 


DINING 
N-6'K1O-o" 


Design, buying, scheduling achieve strictest economies 


Fischer & Frichtel’s cutting yard is able to save money (p. 135))e 


primarily because of mass purchasing—“which wouldn’t make 
sense unless we had the central yard and produced in volume,” says 
John Fischer. F&F found quantity buying for individual houses 
on scattered lots necessitated too much rehandling, too much prep- 
aration against weather, but with a program of from 125 to 250 


houses going (420 in the works now), they are sure quantity buy-” 


ing is their greatest single saving. They buy all lumber from three 
(“It's cheaper for us than buying it from the West 
Coast direct”), get plywood and redwood siding in carload lots. 


local yards 


They take full advantage of dimensional lumber—for example: 
use every inch of 16’ rafters by not plumb cutting them at the 
overhang end to get the widest overhang possible without waste. 
Always production-minded, they permit no structural changes in 
their houses. 

They are able to make their part-brick model a production house 
by establishing the height of the brickwork “panels” which the sub- 
contractor must meet by buying select brick without dimensional 
variation and by strict control of mortar joints. The builders also 
insist that all subs “must schedule to us, rather than we to them,” 
tolerate no tardiness. Additional construction economies: Elimina- 
tion of ceiling trim, use of ceiling-high sliding closet doors to per- 
mit full-access closets. 


Secret of scheduling is a ‘‘time’’ module 


The builders have one of the tightest scheduling programs in the 
business. Instance: they never lay more than ten slabs at a time 
regardless of how many houses they plan to build. They figure out 
how many houses they want to complete each week (‘Friday is 
FHA final inspection day”), figure exact times for all operations to 
meet the quota. To complete five houses a week, they find they 
must have 40 houses under construction. 


Accent in Frostwood 
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LOCATION: Berkeley (St. Louis County), Missouri 


FISCHER & FRICHTEL, builders 
ED TILLMAN, architect 


NORTHWESTERN MUTUAL LIFE (Milwaukee), financing 


is now on indoor-outdoor living 


At high noon during summer, sun has com- 
pletely left living room because orientation 
prevents broiling sun from making living room 
a glass-doored oven. Overhangs are a mini- 
mum of 2’, brim out to 4 over entry for rain 
protection. Many do-it-yourself buyers elect 
to build their own terraces or patios rather 
than have the builder provide them. 
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Texture of lightweight -plaster aggregate on 
ceiling contrasts interestingly with brick wall 
that replaces fireplace as living room’s center of 
interest. Ridge beam is also covered with plaster. 
Builders do this to cover up cracking and check- 
ing of heavy members to which many buyers 
object. Clean, fine-lined furniture is excellent 
for display house. 


Steel window wall with sliding glass door is 
stock item. Patio, protected here by fence, is 
optional extra buyers can get for $104. Builders 
would have preferred to use plank-and-beam 
ceiling, did not because of cost: $1.25 per sq, ft. 
vs. their 94¢. 
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QUALITY HOUSE 


Uncrowded bedroom has privacy-high windows that allow Master bedroom bath has tub instead of 
furniture to be placed under them along full length of shower, a feature open to criticism. Second 
wall. Sloping ceiling adds psychological space to already (inside) bath has exhaust fan. Buyers ‘‘were 
generous (156 sq. ft.) bedroom, willing to trade fireplace for second bath.’’ 


Interior planning meets today’s family needs 


Doubling as kiddies’ play space, utility room 
off kitchen (background right) is big enough for 
complete laundry. Here, as throughout house, 
builders use lightweight plaster aggregate in 
sand finish rather than dry wall because this 
undecorated wall looks finished, costs the same 
as dry wall which requires decorating. 


Natural brick wall adjoining fluted-glass panel 
of entryway adds luxurious touch to dining 
area. Counter between kitchen (foreground) 
and dining area is handy for snacks, but din- 
ing room is large enough, as demanded by 


today’s buyers, to seat whole family at evening 
meal. Counter support is not deep enough for 
storage. Guest closet is directly behind open- 
shelved cabinet. Buyer survey showed kitchen 


design was popular. 
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Panelization solves 


Simplified scheduling is made possible by concentrat- 
ing brickwork in vertical ‘‘panels’’ (photo). Redwood 
siding on long-side elevation (left) is neatly framed 
between 10”-thick brick cavity walls, avoids abrupt 


appearance usually seen in brick-and-wood houses. 


contemporary construction problems 
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One-bath model with fireplace was practically 
discontinued after builders introduced two-bath 


house. Price: $13,450 for 1,130 sq. ft. 


All structural millwork 


such as this window 
wall for model shown above is brought to site 


preassembled and is quickly erected. 


Flange of structural millwork is tied into 


cavity wall simply by pouring concrete 


around it. Since lumber is redwood, it 


not be treated moisture 
Builders find 


millwork of 3” x 6”s eliminates most rails, 


need against 


damage. “pnlank-framing” 
is structural, and frame acts as grounds 
Millwork is similar to H&H 
universal profile (see Sept. '53, April ’54 


for plaster. 


issues). 


Every house has radiant hot-water heat, 
needs only short duct runs for air condi- 


tioning; so builders may soon provide it 
in all houses. 
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Brand-new earth-moving ‘‘Cat Wagons” cost builders $26,500 apiece. One “is its speed and maneuverability. We can do what we want when we 
can be amortized over the 420 houses they will build this year and next in want. 
newest Frostwood addition. They will move over 400,000 cu. yd. of building. 


The closer to each other we can schedule individual operations, 


earth. Their estimate of cost of moving earth was 7¢ per yd. cheaper than the more efficiently we can operate—and do.’’ This site was open field 
best bid from a subcontractor. ‘‘Value of mechanization,’’ says John Fischer, hence there are no trees, which builders save whenever possible. 


Latest addition to mechanized fleet is $10,000 trenching machine which digs foun- 
dation for one house in 45 minutes. Unlike many builders who overexpanded 
and found they had loaded themselves down with more equipment than their 
operation could support, F&F have expanded slowly, methodically, taking over 
One operation at a time. Example: this year they are doing their own concrete 
work for first time. ‘‘Mechanization alone,’’ says John Fischer, ‘‘can provide 
needed speed and dependability to cope with any situation—particularly rising 
labor costs. Mechanization increases savings and efficiency at a rate that is 
highly important in meeting competition.’’ Here, the trencher makes a precise 
right angle which can save a large-volume builder a considerable sum on concrete. 


Fast-setting steel forms coup'ed with large-capacity ready- 
mix concrete trucks and high-speed trenching equipment 
(left) enabled eight-man crew to. triple foundations 
poured—‘‘and to do it consistently and with less effort 
and supervision,’’ says Bud Frichtel. Builders subcontract 
road building, plumbing, heating, electrical and brickwork, 


Scheduling and coordination are the very essence of subdivision 


Fischer & Frichtel mechanize 
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Centralized cutting yard enables just one skilled man, using 
a set of jigs, to do all the thinking and figuring to precut 
framing members. All other labor can be unskilled. Savings 
from yard cutting for individual houses are “‘about 10% of 
cost of lumber and carpenter labor, amount to $160 per house.” 
Builders move cutting yard to new, central location for $1,200. 


Packaging of enough lumber for a single interior partition 
by steel strapping machine cuts down losses and stray pieces, 
prevents nailing crews from making errors. All lumber is 
bought from three local yards because builders learned that 
cost of running a yard of their own to store was too expen- 
sive. Subs also store materials here ‘‘which cuts costs.’’ 


QUALITY HOUSE 


every possible building operation 
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Packaged precut lumber is loaded aboard delivery truck. 
When weather has made quagmire of building site, F&F 
have hauled trucks and wagons by tractor to deliver mate- 
rials on time. ‘‘That’s only possible because we control so 
much of the operation,’”’ says Bud Frichtel. When material 
arrives at job site it is assembled by individual crews headed 


ee 
goes 


by one man who knows each operation thoroughly. System 
allows builders to speed up framing simply by adding more 
men without particular knowledge to each crew. ‘Power 
tools of all sorts help knit the organization closer together, 
allow us to tighten schedules to produce 50% more house in 
less time with same number of men.’’ 


135 


1929 for $15,500—2,000 sq. ft., 1939 for $12,500—1,600 sq. ft., 1947 for $7,990—8,000 sq. ft., 


Long Island Norman Long Island Tudor Long Island Cape Cod 


After 25 years experimenting, Bill Levitt 


bets on two bargains in quality for 1955... 


For the first time since before Korea, the Levitts are pushing their $17,000 Country Clubber in a big 
way, expect to sell 1,000, Below is the 1955 model with three bedrooms and two baths on the 1,530 sq. 
ft. ground floor, 700 sq. ft. of expansion space in the unfinished attic, a two-car garage on a 100’ lot. 
New features this year are ceramic tile covering all bathroom walls (taking advantage of the lower 
installation cost with mastic), cross-ventilation in all bedrooms, more kitchen equipment and some 


fieldstone trim, The new Country Clubber sells for $500 less than the 1949 model, is better equipped 


and 80 sq. ft. bigger. 
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“The most traditional house we have built since the war,’’ says Bill Levitt. But perhaps its appeal is due as 


much to sound design principles which hold true for all styles. Note, for example, how the three-unit front is 
pulled together by the strong horizontal line of the overhang (made 40% longer by integrating house and 
garage), how doors and windows all run flush up to the eave, how well the panels of the windows and garage 
door line up. Price is $10,990, same as the one-story Levittowner, $2,000 more than last year’s two-story model. 
Notable omission: the fireplace. 


--. and the Levitts’ Jubilee House reconsiders 


the answers to eight important questions 


“This is a revolutionary house,” quips Big 
Builder Bill Levitt. “It’s so revolutionary 
that some of it goes right back to 1776.” 

This is another way of saying that the 
Levitts have changed their minds about 
some of the sales features and market pref- 
erences they have been testing in recent 
years. 

Most architects will agree with Bill 
Levitt (and his buyers) that this is the best 
and most salable low-priced house he has 
offered. They will not necessarily agree 
that a different test might not have brought 


a different answer on such questions as rear For the questions on which the 
living vs. front, one story vs. two, floor-to- Levitts are offering a changed an- 
ceiling windows vs. 32” sills. swer, turn the page... 
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Do home buyers want... 


Lionel Freedman 


After flirting with one-story plans 
from 1950 to 1953, the Levitts went i 
back to the expansion attic with oe - 
last year’s model (left, below) have pa SES a age ; 
since refined the plan, made dormer 
much smaller than in 1949. Down- 
stairs area is 800 sq. ft., finished 


attic has close to 500 sq. ft. more. 


Until 1950 the low-cost Levitt 
house made no provision for either 
car or outside storage. The first 
one-story house (upper left) tacked 
a flat-roofed carport and storeroom 
on to one end. Last year’s models 
(left) brought it under the pitched 
roof to get a longer look. The 


Jubilee makes it a full garage. 


... Open carport or........ «0... 2. eee ee ........, @ttached garage? 


ty") 


Since 1949 every Levitt house has 
featured a nine-pane, floor-to-ceil- 
ing picture window. Now Levitt 
makes the picture windows longer, 
but raises the lowest sill line in 
both Jubilee and Country Clubber 
to 32” to allow furniture below. 
Levitt windows are double-glazed, 
framed in aluminum with sliding 
panes, 


The Jubilee drops the rear living 
room-front kitchen plan featured in 
every Levitt house since 1949, goes 
back to a floor plan almost identical 
with the 1947 Cape Cod house (ex- 
cept that the kitchen is open). The 
Country Clubber sticks to the rear 
living-room plan. Apparently Levitt 
believes people who pay $10,990 
and people who pay $17,000 feel dif- 
ferently about rear living. 


... front living roomor....................... 


DINING LIVING ROOM BED ROOM 
(ERS 140"x 21 Wet St 


2 CAR GARAGE 
(73B* x 24-4" 
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Half the second floor of the Jubilee 


is a big multipurpose space which +s | 
can be used for a television room, a GAMEROOM \ BEDROOM \} 


= 9'-9"x 14%0"|| 


rumpus room, or a playroom. This [5'=O"'% 16'-o" 
meets the No. 1 criticism of the i 
1947 and 1949 expansion attic I 
houses, which were expected to 
end up with four bedrooms but only 
one living area 14’ x 16’. Plan left ie 
is the 1947 attic, right the Jubilee. 


_.an upstairs playroom? 


Ben Schnall 


ay 
if 


Levitt long has been an exponent 
of open kitchens. Jubilee kitchen 
is separated from living area by 
only sliding bamboo screen. But 
Country Clubber kitchen is big 
enough (12’ x 12’-2”) to form room 
in itself, contains both breakfast 
nook and walk-in pantry. It is 
closed off. 


Until 1953 Levitt left the attic un- 
finished, but last year he decided 
he could finish the second floor 
much cheaper and better than his ~ 
buyers (see left), adding most of 
the small cost to the mortgage. 
Upstairs rooms are now pine-pan- 
eled, upstairs bath fully tiled. Big 
change from last year is the larger 
end windows, 


After experimenting since 1950 with 
very plain walls quickly erected of 
2’ x 8’ sheet materials, the Levitts 
have decided their public would 
rather pay a little more for the 
familiar small-scale texture of 
brick and shingles. 


... big blank surfaces or .......... 


Se bobesccdececcenceesess....small scale textures? 
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LEVITT 


HE&H Staff photo 


Bill Levitt’s big cutting yard is an example of two of his basic 
theories: subcontract labor, encourage mechanics to use power 
equipment. For Subcontractor Chris Samuelson, who runs the: 
yard, the biggest headache is flexibility because his requirements 
vary from the current rate of around 50 houses a week to a peak 
doad of a staggering 230. Now with the introduction of the new 
Jubilee and the Country Clubber, Samuelson’s men are cutting for 
four different models, each with its own characteristics, 

It is power equipment which gives Levitt the flexibility he 
requires. In the old days of handsaws or the bit and brace, the 
only answer to radically changing requirements would have been 
radically changing manpower. Now it is electric power which is 


the primary difference in the yard’s output. 


Rafter line has turned out 5,700 rafters a week, now cuts for 50 houses 
a week, Usual order is for 50 houses of one kind. 


Throughout the yard there are 13 radial arm saws of 16”, a 
router and three drill presses. Four of the saws are fixed on the 
110’ rafter line shown in the photo above, The other saws are 
used interchangeably on the wide variety of parts going through 
the 38 operations making up the yard. As many as 65 kinds of 
framing go into one house. 

Samuelson draws up his own one-page specifications for each 
Levitt house, For each type of rafter, for example, he adjusts his 
saws and router (see opposite page), marks the quota on the wall 
and his men know what to do, Alfred Levitt once said: “When 
you design for mass production you also design for mass labor.” It 
is power tools in the cutting yard that makes Levitt’s mass labor 
possible. 


a | 


Rouier-saw combination (left) is at the end of the rafter line op- 
posite, and is the key tool. Devised from two conventional power 
saws and a router, this combination tool is used to make the end 
cut at the lower end of seven rafters at a time and also the notch ‘ 
for the plate. Then the router. operator fastens the seven rafters 
together with metal tape for movement to the stockpile, 


As many as 48 carloads of lumber per week have been unloaded 
for Levitt’s operation, all handled through the yard below. 


Radial arm saws of 16” in rafter line are operated by some salaried men and 
some who work piece rate. Levitt buys all the lumber, subcontracts the labor, 
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Generator jin trunk of car is 
used to power portable saw for 
cutting plywood sheathing for 
roof. Like other Levitt subs, 
the sheathing team supplies its 
own power tonls and equipment. 
While most lumber is cut in 
shop, Levitt’s production men 
decided roof sheathing could be 
handled and cut more econom- 
ically on the building site. 


eee 


Gasoline trowel (above), supplied 


by sub, smooths out a_ freshly 
poured concrete slab. Both old and 
new Levittowns are slab houses. 


Tilt-up framing is done in con- 
ventional manner from studs 
and plates precut in_ shop. 
Crews are paid piece rates by 
framing sub and can work with 
tremendous speed. 


5 = 
Photos (above & bot. right) Forrune—Ralph Steiner 


All work on doors is done on site. 
Router (above) is used for butting, 
lock mortises and for grooving for 
weatherstripping. 


Rafters (above) go up rapidly because 
” they are precut and predrilled in shop. 
Levitt’s subs believe they are faster to 
use than trusses. Electrician (left) uses a 
portable power drill for boring holes 
through framing members for his wiring. 
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Electric planer prepares doors far faster and more 
accurately than hand plane, is an easily adjusted 
and highly flexible tool. Electric power is provided 
from portable generator in a truck which has capa- 
city for eight routers and planers. 


Painters use airbrush for three-coat interiors of all 
Levitt’s models. Compressed air to operate gun is 
provided by compressor in rear trunk of the paint- 
er’s automobile. He is paid a flat rate per house, 
works rapidly and efficiently. 


NOVEMBER 1954 


= 


_ 2 


i 
y 
* 
ie 
“ 
a 


Fifty leaders in industry, labor, housing form 


new council to back neighborhood rehabilitation 


American Council to Improve Our Neighborhoods—ACTION 


for short—seeks to rally public support against blight 


In developing drives to stop the march of housing decay across US cities, one of the 
big difficulties has been that each city moves separately, learning the complex know-how 
of fighting blight the hard way. Moreover, against such a monumental task, most efforts 
were not monumental enough, As one of the building industry's leaders in conservation 
and rehabilitation said last month: “If this thing is going to succeed, it has got to have 


top-level support.” 


This month, at a meeting in Washington’s Mayflower Hotel, formation of a new citizens’ 
group aimed at solving both these problems will be announced—with White House bless- 
ing. The American Council to Improve Our Neighborhoods will be dedicated to improving 
living conditions for all Americans by stopping the spread. of blight, conserving and 


improving existing homes and neighborhoods and removing slum conditions and causes. 


ACTION— 


a fact which is no mere coincidence. Action 


The council’s initials spell 
against the rapid wasting away of the biggest 
single asset in the nation’s wealth—its $220 
billion housing investment—will be the key- 
note of ACTION’s efforts. At the kickoff 
meeting, President Eisenhower is to speak on 
how ACTION’s objectives mesh with those 
of the 1954 Housing Act. 


Know-how & sparkplug. A nonprofit, 
nonpolitical, educational organization with an 
annual budget of some $750,000 and a 50- 
member board of directors representing the 
gamut of housing interests, ACTION will be 
headquarters in New York. A small staff 
headed by Maj. Gen. Frederick A. Irving, 
who retired from the Army in October as 
superintendent of West Point, will concen- 
irate on making ACTION a collecting point 
for know-how on fighting blight and a spark- 
plug for nationwide dramatization of the prob- 
lem and efforts to lick it. 


A research division will data 
bearing on housing problems, set up pilot pro- 


gather 


jects to find out what methods work and what 
methods do not work in rehabilitating or im- 
proving homes, neighborhoods and commu- 
nities. [t will analyze existing rehabilitation 
projects across the nation, make the results 
available to any responsible citizens’ group 
or community that asks for them. 


An information division will bring top- 
drawer advertising talent to bear on the long- 
neglected problem of arousing the American 
public to the threat to its own welfare (and 


IN THIS MONTH’S NEWS 


(see pp. 37 through 82) 


FHA investigation, NAHB directors meeting, 
MBA convention, lumber show. 


pocketbook) posed by housing decay. Its 
massive education and promotion program 
will be the backbone of the council’s activities. 
ACTION’s plans call for advertising in news- 
papers, magazines, on television and radio 
and other media, followed by a “how to do 
it” approach beamed at the home owner, at 
the neighborhood and community. Several 
technical programs are planned to reach 
schools, colleges, trade and _ professional 
groups providing them with facts, figures and 
methods on how to take the lead in fighting 
blight in their own neighborhoods, 


A field service division, with a small 
staff of specialists, will offer personal advice 
to cities or community groups on how to set 
up neighborhood or community-wide _ pro- 
grams against slums, will counsel on tech- 
nical problems involyed—like zoning, local 
promotion, committee organization, For easy 
consultation, ACTION expects to spot its 
field men in regional offices. 


How it started. The ACTION program 
had its origin more than a year ago follow- 
ing a House & Home—Lire Round Table on 
housing conservation (H&H, Oct. °53). So 
huge was the job of attacking housing deter- 
mination in US cities, that members of the 
group felt the only real solution lay in the 
hands of the American people as individuals, 
as neighbors, as members of the community. 
After preliminary discussion, the leaders of 
the group began exploring the possibility of 
a broad citizens’ movement to 
move frontally against the problem in every 
city and community across the nation. Months 
of work and discussion developed an organi- 
zational framework, a charter and_ by-laws. 


organizing 


The group was incorporated as a nonprofit, 
nonpolitical educational organization under 
New York state law. It was originally to be 
named Better America Council, but this was 
supplanted by the more descriptive ACTION. 


The founding group of some 40 individuals 
first met in April. Their first full board of 
directors meeting was July 14. After that, 
the group expanded rapidly, began obtaining 
financing, staff and support to launch the 
program. Target date for active work: March. 

From the inception, ACTION has laid 
stress on its independence, While its impres- 
sive board of directors (see list) includes top 
representatives from every major group hay- 
ing an interest—direct or indirect—in housing 
problems, ACTION itself has no ties to any 
governmental, commercial or oiher special 
interest group. Its membership includes rep- 
resentatives from labor, religious groups, edu- 
cation, commerce, trade associations, civic 
groups, professional groups, finance and 
minorities. But its members and directors 
were approached as individuals, not as rep- 
resentatives of any This 
principle was carried into fund raising, too. 
ACTION leaders have accepted no donations 
from associations or organizations as such 
on the theory that ACTION wanted to avoid 
direct connection with special interests. Many 
associations haye pledged financial support 
through individual members, but this is 
collected individually. 


organization. 


Broad representation. Besides General 
Irving, who is its salaried, full-time president, 
ACTION’s officers are: 


) Ferp Kramer, Chicago mortgage banker and one 
of the key men in Chicago redevelopment, vice 
chairman in charge of research. 

> Realtor-Builder Frirz Burns. Los Angeles com- 
munity developer long active in NAREB’s re- 
habilitation efforts, vice chairman in charge of 
field service. 

> Publisher AnprEw HetsKett of Lire Magazine, 
vice chairman in charge of information. 

} EMANUEL SPIEGEL, past president of NAHB, 
secretary. 

> Pumie Granam, publisher of the Washington 
Post & Times-Herald, treasurer. 

> Josep Grazier, president of American Radiator 
& Standard Sanitary Corp., finance committee 
chairman. 
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Work through others. ACTION found- 
ers hope to keep both the membership and 
board of directors relatively small—including 
only interested and dedicated individuals 
who will work actively to make the program 
click. Likewise, ACTION’s staff is expected 
to remain small—probably not more than 50 
persons in the next few years. ACTION 
leaders expect to rely on the membership of 
active, recognized organizations already at 
work to carry its home and neighborhood 
renewal message to the grassroots. As 
ACTION develops data, it will be handed 
on to trade, civic, professional groups for 
use with no effort to get credit for ACTION 
but rather for the organizations to use as 
they can under their own national or local 
banners. In any program as big as AC- 
TION’s, it would take a staff of thousands 
to do the job alone. 


ACTION’s plan could give the US economy 
a $10 to $15 billion shot in the arm, say 
housing economists, at the same time that it 
is moving living standards for thousands of 
families from a borderline existence up to a 
level of hopeful decency. Naturally, such an 
attack on slums on a national scale can mean 
proas for manufacturers and producers of 
materials and many businessmen. 


Kramer 


ACTION’s board of directors in action 


Graham 


Weaver (I), Spiegel (r) 


Mellon (I), Grazier (r) 


Photos: (except AP) by W. Daran 


Burns 


“ite 


Brockbank (1), 
Mrs. Chapman 


Bohn 


ACTION’s board of directors is cross-section of nation’s leaders 


C. J. Backstrand 
President, Armstrong Cork Co. 


Harold R. Berlin 
Vice president and general manuger 
Building products division, Johns-Manville Corp. 


Ernest J. Bohn 
Director, Cleveland Metropolitan Housing Authority 


Richard Booth 
President, Springfield Institutwon for Savings; 
past-president, Natl. Assn. of Mutual Savings Banks 


Alan Brockbank 
Salt Lake City builder; past president, NAHB 


Fritz Burns 
Los Angeles realtor-builder 


Don A. Campbell 
Owner, Boner-Campbell Lumber Co., 
Lebanon, Ky.; past president, NRLDA 


Dr. William G. Carr 
Executive secretary, Natl. Education Assn 


Mrs, T. S. Chapman 
President, General Federation of Woman's Clubs 


Joseph S. Clark Jr. 
Mayor of Philadelphia 


Mrs. Eleanor Stabler Clarke 
Corporation member, American Friends Service 


Committee. 


Donald Kirk David 
Dean, Harvard Graduate School of Business 


Administration 


James C. Downs Jr. 
Housing and redevelopment coordinator, 


City of Chicago 


Herbert Emmerich 
Director, Public Administration Clearing House; 
former commissioner, Public Housing Administration 


Clifford Favrot 
Chairman, mayor’s citizen advisory committee, 
New Orleans housing improvement dept. 


Dr. Dorothy Ferebee 


Director, Bethune Foundation, Washington, D. C.; 
past president, National Council of Negro Women 


Philip Graham 
Publicher, Washington Post & Times-Herald 


Lester B. Granger 
Executive director, Natl. Urban League 


Joseph A. Grazier 
President, American Radiator & Sd. Sanitary Corp. 


Wallace Harrison, FAIA 
Partner, Harrison & Abramovitz 


Henry T. Heald 
Chancellor, New York University 


Andrew EKciskell 
Publisher, Lire Magazine 


Richard Hughes 
President, NAHB 


Philip Klutznick 
President, B’nai B’rith; Chicago builder; 


former commissioner, Public Housing Administration 


Ferd Kramer 
President, Metropolitan Housing & Planning Council 
of Chicago; president, Draper & Kramer Inc. 


Joseph Lund 
Executive vice president, R. M. Bradley & Co.,, 
Boston realtors; past president, NAREB 


G. P. MacNichol Jr. 
President, Libbey-Owens-Ford Glass Co. 


Bishop William C. Martin 
President, Natl. Council of Churches in US; 
president, Methodist Council of Bishops 


William A. McDonnell 
President, First Natl. Bank of St. Louis 


Richard K. Mellon 
Board chairman, Mellon Natl. Bank & Trust Co., 


Pittsburgh 


Robert B. Mitchell 
Chairman, department of land and city planning, 


University of Pennslyvania 


deLesseps S. Morrison 
Mayor of New Orleans 


Thomas Moses r 
Pittsburgh lawyer; chairman, American Legion 
national housing committee 


Will’'am Muirhead 
Treasurer and past president. AGC; president, 
William Muirhead Construction Co,., Durham, N. C. 


M. K. M. Murphy 
President, Federal Home Loan Bank of New York; 
past president, US Savings & Loan League 


Clarence J. Myers 
President, New Yerk Life Insurance Co. 


Rt. Rev. Msgr. Robert M. Navin 
President, St. John College, Cleveland 


Walter Reuther 
President, CIO 


James W. Rouse 
Baltimore mortgage banker; chairman, President’s 
subcommittee on urban redevetopment, rehabilitution 


and conservation 


Carrol M. Shanks 
President, Prudential Insurance Co. 


Emanuel M. Spiegel 
New Brunswick, N. J. builder; past president, NAHB 


Mrs. Kathryn H. Stone 
Past vice president, League of Women Voters 


John C. Taylor 
Board chairman, J. C. Nichols Co., Kansas 
City realtors and developers 


Dr. Henry F. Vaughan 
Dean, school of public health, University of Michigan 


Milford Vieser 
Vice president, Mutual Benefit Life Insurance Co, 


Ralph Walker, FAIA 
Voorhees, Walker, Foley & Smith Inc., New York 


Dr. Robert Weaver 
Chairman, Natl. Committee against 
Discrimination in Housing 


J. P. Weyerhaeuser Jr. 
President, Weyerhaeuser Timber Co. 


Brown Whatley 
Jacksonville, Fla. mortgage banker; 
past president, Mortgage Bankers Assn. 
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House & Home marketing conference 
hears what to expect in 1955 


On the next five pages are some of the most significant points made by the leaders of the homebuilding industry— 


at the second annual House & Home-Lire marketing conferences held this fall 


_ builders, architects, realtors, prefabricators, mortgage lenders, lumber dealers and government officials— 


in New York, Chicago, Cleveland, Los Angeles, San Francisco, Portland and Miami. 


Panel members 


at the Neu 


Cleveland 


» York, Chicago and 


meetings 


and organizations they spoke for were: 


FEDERAL HOUSING ADMINISTRATION 
Norman P. Mason 
commissioner 
BUREAU OF LABOR STATISTICS 
H. E. Riley 
chief, Construction Statistics Division 
AMERICAN INSTITUTE OF ARCHITECTS 


John Highland 
Home Building Industry Committee 


NATIONAL RETAIL LUMBER DEALERS ASSOCIATION 


Clarence Thompson 
chairman, Lumber Dealer’s Research Council 


NATIONAL ASSOCIATION OF HOME BUILDERS 


Richard G. Hughes 
president 


E. M. Spiegel 


past president 


Hamilton Crawford 
chairman, Sales & Merchandising Commitee 


Leonard Haeger 
director, Research Institute 


Andrew Place 
trustee, Research Institute 


Philip Klutznick 
chairman, American Community Builders 


NATIONAL ASSOCIATION OF REAL ESTATE BOARDS 


Ronald Chinnock 
president 


Robert Gerholz 
past president 


Henry Waltemade 


chairman, Washington Committee 


PREFABRICATED HOME MANUFACTURERS’ INSTITUTE 


James R. Price 
past president; president, National Homes, Inc 


Richard B. Pollman 
chairman, Design, Engineering and Research Committee 


ECONOMIST 
Miles L. Colean 


RESEARCH 


James A. Lendrum 
director, Small Homes Council, University of Illinois 


EDITORS 


Andrew Heiskell 
publisher, Lire 


Mary Hamman 
editor, Modern Living, Lire 


Carl Norcross 
executive editor, House & Home 


MODERATOR 


P. 1. Prentice 
editor and publisher, House & Home 
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In what price 


will sales increase? 
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How many houses 
will be built in 1955? 


Colean: I would say that a modest estimate of next year’s potential is 1,200,000. 
Hughes: I think he’s a pessimist. 

Crawford: .. . We ought to be able to push it up to a million and a half. 
Mason: Mr. Crawford is a lot nearer than anybody else. 


Price: The prefabricators will build at least 85,000. My own company alone 
should build 50,000. Our problem today isn’t sales. We have had as many as 
240,000 inquiries for houses in a single month. 


Klutznick: The effective demand is certainly in the neighborhood of a million 
five, closer to Norman Mason than to Colean. 


Chinnock: If the builders will build them, the realtors will sell them. 


Waltemade: If the builders make more general use of the realtors’ services 
in selling their houses, we will hit about a million three to a million three-fifty. 


Spiegel: I’m confident that we should beat 1954 production by about 10%. 


Colean: In dollar volume 1955 should break the all-time record set in 1950, 


class 


Colean: Most popular range will be from $12,000 to $18,000. 
Spiegel: The big increase will be around $15,000 to $20,000. 


Colean: That’s right. The emphasis is definitely away from the stripped- 
down model. There will be a tremendous increase in quality houses. 


Norcross: As | travel around the country to see houses that are selling, I find 
that if a builder offers two houses, a standard model at, say, $12,000 and 
a de luxe model at $13,000, it’s the de luxe model that sells. People are willing 
to pay a little bit more for quite a lot more in a house, as they are in cars. 


Colean: The easier credit the new Housing Act offers for better houses should 
stimulate sales in the over-$12,000 market. 


Spiegel: That will also make it much easier to sell houses with fully equipped 
kitchens and even air conditioning. 


Hughes: .. . Plans on the drawing boards today for next year are either bigger 
and better houses or very low cost houses. There will be a tremendous number 
of $7,000 and $7,500 houses for minorities and low-income people next year. 


Mason: Dick is right. We’re going to have a big increase in quality houses 
and a big increase in very cheap houses. 


Price: I acree. We are practically eliminating all of our medium-priced houses. 
We look for our big increase in our very low cost line and in our de luxe line. 


Hughes: The homebuilding market is getting so much more competitive that 
builders in every price range are giving a lot more for the money. 


Crawford: . . . It might be of interest to know that in two southern cities we 
are finding an active demand from minority groups to buy houses in the 


$14,000 to $17,000 range. 


Hughes: The biggest complaint of the Negroes to the homebuilder is that. we 
are playing too low in the market for them, 
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Who will 
build the houses? 
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Where will 
all the buyers 
come from? 


Walter Bennett 
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Riley: Since 1949 homebuilding has been consolidating rapidly. At that time 
we found about 96,000 builders of one to four houses in the field. Today I 
believe builders of less than five houses are finding it hard to continue in 
business successfully, except in unusual circumstances, of course. 


Question: How many builder members are there in NAHB? 
Hughes: Less than 15,000. 


Question: What percentage of the houses do you think these 15,000 build? 
Hughes: We say 80%. 


Question: How many builder members would you like to see in NAHB? 


Hughes: If we had another 8,000 we’d have the market pretty well covered. 


Riley: In 1949 our survey showed that some 22,000 builders accounted for 
77% of all the houses that had a builder of record (other than the owner 
himself). There is no doubt in my mind that these 20,000-odd larger build- 
ers are now doing a still larger percentage of the business. 

I would like to comment on that because some of the figures in our 1949 
survey have been very badly misused (not by House & Home) in trying to 
apply them to today’s conditions. 

In 1949, because of the peculiar status of the market, with a very tight 
housing shortage, a great many new ex-G.I.’s going into business for themselves, 
and other people ambitious to get in on what looked like an easy market, there 
were a lot of small shoestring operations in homebuilding. At that time we 
found that about one fourth of the commercial output of housing was built 
by builders who put up less than ten units. We even found a very substantial 
proportion of these so-called builders put up only one house in a year and 
claimed that was their principal source of income. In many cases they were 
retired carpenters who had nothing else to do, who had a chance to get started 
on a shoestring operation. - 

Under today’s more competitive conditions, I believe a great many of these 
small builders have had to drop out of the market. 


Thompson: There is some confusion as to who is a big builder and who is a 
little builder. If only one fifth of them put up more than four houses a year, 
perhaps that makes a five-house builder big. But most of us think of a five- 
to-twenty-house builder as small today, even though he is in the top 20%. 

Anyhow, our most profitable market lies with these builders of over five 
houses—especially with the builders of 20 to 50, 


Question: Year after year, the homebuilding industry keeps on selling more 
houses than anybody believed possible. How do you explain that? 


Colean: Forecasters have been paying too much attention to what we call 
“net new family formation.” Obviously that has been going down quite 
sharply, but we have actually had a big increase in the number of families 
in the effective market, and that is mainly caused by two factors: 

One factor is migration from city to suburbs and state to state. A vacancy 
in Boston isn’t much help to someone looking for a home in California, 

The other factor is that people are making more money. The number of 
families earning $3,000 or less is decreasing, whereas the number of families 
earning $4,000 or more is increasing very rapidly. This is bringing families 
into our market at a rate much faster than the population increase, 


Riley: . . . Between 1949 and 1952 the proportion of families having incomes 
under $3,000 declined nearly 25%, but the proportion of families in the 
$5,000 to $10,000 group increased by about 60%. That is where your big 
housing market has developed. 


Colean: Another reason the homebuilders can keep on selling more houses 
is that they are now offering houses which make more people want to buy. 
That is a very important angle. The homebuilding industry is getting style- 
conscious, like the automobile industry, and style appeal, quality appeal. 
novelty appeal are stimulating the market. 
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Mason: This industry of ours has changed a lot in the last few years. 


Crawford: .. . There has been too little appreciation of the evolution that has 
taken place in the last decade and a half. 


Hughes: The greatest change in the industry is that most consumers no 
longer build houses—they buy them. 


Riley: My guess is that since 1949 there has been a very rapid shrinkage in 
the percentage of housing built by owners or prospective occupants. That 
area is being taken over by the operative builder, who has increased his 
market substantially by doing a better production and marketing job. This 
has removed the incentive for the individual owner to act in his-own behalf 
and to build his house for himself. 


Spiegel: I would say that the most significant change is that the builder is 
no longer a lone operator. This has become a team operation. 

The builder is still the captain of the team and the most important person 
on it, but now he requires the advice and services of a very competent archi- 
tect. He requires the advice and services of a competent, adequately financed 
mortgage lender and certainly he requires the advice and services of a realtor. 
Without a good team I don’t see how many builders can succeed. 


What is the mortgage lender’s influence? 


Question: Since the mortgage lender now puts up 90% or more of the 
money to pay for the house, could you call him your customer now? 


Hughes: Well, we have to do a hell of a lot of selling to get him to accept 
some of the things we are trying to do today. 


Spiegel: There is no question but what the mortgage lender takes an inter- 
est in the quality and character of the houses he finances, but he tends to be 
too conservative. There is a big selling job to be done on the financial group 
to help them understand what’s good about the new things we want to do and 
the new things we want to use in our houses. 


the real estate man fit in? 


Waltemade: More and more builders are making their plans in consulta- 
tion with the real estate man, He should be on the team from the very begin- 
ning to contribute what he knows about what people want and so help the 
builders put the things into their houses that will make them easy to sell. 


Hughes: We need the realtor’s advice more than ever before, because he is 
our contact man with the buyer, and so he needs to be in on the planning 
before we start building the houses, more closely than ever before. 


Gerholz: In the easy market right after the war many builders tried to get 
along without paying a real estate man to help them sell their houses, but 
now just look at the real estate ads and you'll see that on almost every project 
the builder is teamed up with a realtor. 

In my own building operations I wouldn’t dream of starting a project with- 
out first sitting down with my real estate man to get his advice on what to 
put into the house to make it easy to sell. 


What does the architect do? 


Highland: The directors of the American Institute of Architects believe that 
working with the homebuilders is one of the most phenomenal and challeng- 
ing opportunities for the architectural profession today. 


Price: I think styling of houses is going to be as important as it is in cloth- 
ing, cars or anything else. 


Question: Does the architect get into specifications or just work on design? 


Highland: Indeed he does work on the specifications and the choice of prod- 
ucts. He gets into everything. 
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Is contemporary design 


still on the way in? 


Haeger: Of course it’s on the way in. I get irked by questions like that. 
After all, this is 1954, 


Mason: Even New England is getting more contemporary, and we in FHA 
are now ready to approve contemporary design without penalty. 


Hughes: I see very strong tendencies—even in some eastern and northern 
cities—toward contemporary [laughter]. 


Highland: The reason contemporary design is gaining is that people want 
space. Space is the biggest luxury, and contemporary is the most efficient 
and economical way to provide it. 

Contemporary design was evolved for the specific purpose of taking advan- 
tage of today’s construction methods and today’s construction materials. As 
it becomes more and more important to get more space for less money, the 
economic reasons for building contemporary become all the stronger. 


Hughes: To sell our houses we have to offer something new and different. 
However, I’d like to add here that I have gone to some extremes in experi- 
menting with contemporary houses. I think they are beautiful. People come 
out and “oh” and “ah,” but there is one thing wrong. They don’t buy. 

So I figure there is a halfway spot beyond which you can’t get away with 
the new look. 


Lendrum: Contemporary design isn’t a cliché, something you can copy. It 
involves materials, methods, tools, people. They all have to work together and 
be coordinated. Perhaps my most unhappy moment is when a manufacturer 
brings out a brand new material or a brand new unit without thinking about 
all of the other materials and trades and methods that have to go together to 
eet it into the house. 


Haeger: | think we’d do much better if we just wiped off the applecrapple 
and put the money into more area. 


Pollman: Contemporary architecture lends itself to the industrialized method 
of building. 


Spiegel: [ think the public would accept contemporary design even more 
readily if they understood its benefits. For example, women don’t realize how 
much easier and pleasanter it is to get the meals in an open kitchen and how 
much nicer it is not to be shut away from the family in a closed kitchen. 
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What’s new 
| in what people want? 


Norcross: Today the housing field is more exciting than the aviation field 
because the changes are going on faster, Never has your market been so 
receptive to new changes, because builders everywhere are having to offer 
their consumers new stuff for this better quality house which consumers 
want. If you come up with it, you'll sell it. 


Highland: Any home that doesn’t have a family room as well as a living 
room is incomplete and thereby obsolete. 

The family room should possibly have a slate floor or a vinyl or tile floor, 
or something like that, so if the youngsters drop anything on it, it won't 
stain, and when we are entertaining the floor should be Martini-proof so we 
don’t have to run around behind the guests with little coasters all the time. 


Haeger: The trend to one-story houses on slabs will continue. Average area 
will increase slightly. There will be a definite trend toward garages instead 
of carports. 


Television and a second bath 


Highland: When TV first came out many designers asked: “Should we have 
a room for TV?” That hasn’t been settled, but we have definitely concluded 
we need a room to get away from TY. In our house, with television, we 


found that the youngsters can’t watch it unless they are horizontal and eating. 


Klutznick: Our Park Forest sales department reports some very interesting 
facts to us. The first demand that we must meet in the new house is an extra 
bathroom, because the family is large enough and they all go to school or 
work at the same time. The second thing they want is space, and that means. 
maybe, a dining space that is distinguished from the indistinguishable thing 
that we call the living-dining room. 

The third thing we find a great demand for is a garage. The automobile 
costs enough these days so it is a very prized possession. You can build an 
attached garage for little more than a very good carport, and it’s senseless 
not to build the garage while you’re at it. 


Highland: There is a big trend to the patio type of indoor-outdoor living, 
and I’m not talking of the fishbowl window facing the street, but about legi- 
timate extension of livable space. We can build a patio for 14¢ a sq. ft. 


Did they live in trees? 


Hamman: | think the public is very confused about what they want in a 
house and what they like. They know so little about what they want you’d 
almost imagine they'd been living in trees. One of our biggest jobs is to help 
them know what to look for and ask for. 


Highland: The kitchen has to be opened up and be an intelligent and attrac- 
tive part of the house. We have not only gotten away from having maids, 
we've gotten to the point where we’ve stopped pretending we've got a maid. 

Another thing I think a home must have is a “McGee” type of closet. 
That should preferably have a 3’ door, so when the doorbell rings every- 
thing can be shoved in one general direction. 


Question: How fast is air conditioning coming in? 


Haeger: [ think it will almost double every year. In other words, something 
like 10 to 12% next year, followed by 25%, followed by something like 
50%. So around 1960 I would guess that we’re going to see most of the new 
houses air conditioned. And, incidentally, that holds as true in the northern 
part of the country as in the southern part of the country. 
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Quality and comfort 


in the desert 


On an acre of sand and cactus near Camelback Mountain in Phoenix, Air- 
conditioning Engineer Fritz Fingado has built a “man-bites-dog” kind of house. 
It lets the desert in rather than shuts it out. 

Like their winter neighbor, Frank Lloyd Wright, the Fingados love the 
Arizona desert, and when they moved to Phoenix they wanted to live in the 
midst of nature rather than in town, But they knew the desert could be burning 
hot in summer, cold on winter nights, and sand might blow at any season. When 
they went to Designer Alfred Beadle, they asked for a house that would be open 
to nature but, at the same time, practical. And in Phoenix a practical house means 
one that is cool in summer and that has economical electrical bills. 

As an air-conditioning engineer, Fritz Fingado did quite the opposite from 
what most cooling experts would have done. Instead of a compact, small-windowed 
house requiring less than an average amount of cooling, he chose a spread-out 
house with an abundance of elass and, to compensate for the extra luxury, installed 
5 tons of cooling rather than 3, which ordinarily would be enough for a 1,350 sq. 
ft. house. Cost of the extra 2 tons would normally be about $600 with propor- 
tionately higher operating costs. His electric bill for the hotest month is around 
$35, about $120 for five months. 


What is quality in the desert? 


A quality house to Mr. and Mrs. Fingado and their small daughter means one 
that looks well, works well and lives well. This house gives them what they want: 
individuality; a gracious, comfortable living room which can let the desert in 
or shut it out; a kitchen that is pleasant and easy to work in; a bedroom wing 
away from the living area; a master bedroom which is a private suite with a 
dressing room, plenty of storage and a private bath; a multipurpose or third 
bedroom; an outside living area; easy housekeeping and low maintenance; and 
of great importance, a house that is oriented for view and weather. The photos 
show how well they succeeded. 

Construction is of pumice block or of wood frame used with aluminum-backed 
dry wall plus mineral wool insulation. The built-up roof has 4” of rigid insulation. 
Floor is concrete with an integral color. Cost of house, land and design fees was 
under $20,000. 


Floor plan is less unusual than it seems: living- 
kitchen wing is tied to bedroom wing by an entrance 
hall, with patio on one side of house, carport on the 
other. House is oriented for wind and sun, 


Photos: Frank L. Gaynor 


Paved terrace is nicely placed, faces south and east, is shaded 
from afternoon sun in summer and from cold north winds in winter. 
It may be entered through sliding door in living room or from multi- 
purpose room. This terrace and the desert beyond provide a pleas- 
ant backdrop for visitors entering the front door (shown behind the 
three large windows at the right, above). 


Pleasant approach to front door is aided by this planting bed which 
is carried on inside the house, as the larger photo at top of page 
also shows. At top of photo is seen the main air supply duct, furred 
down from ceiling, which carries air from unit in hallway utility 
reom (at left of front entrance) to living-room kitchen wing. 
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Multipurpose room is less formal than living 
room, opens directly from entrance foyer, is 
accessible to patio. Walls are sand color; 
pegboard panel is yellow with a redwood 
frame. Floor is quarry asphalt tile. Door 
could be added to make this a bedroom. 


The Fingados wanted a living room in the 
midst of the desert and this photo shows how 
well they got it. There is plenty of light and 
view, yet room can be enclosed by curtains. 
Despite big windows, house can be kept at 
78° when outside temperature is well over 
100°. Door to patio is in center. Fireplace 
is just out of this photo at right. 


Easy maintenance is feature of this pleasant, orderly : 4 
kitchen. Spatter-paint linoleum on floor is carried up 

10” to cabinet base. Same pattern linoleum is inlaid 

on work counters, carried up for back splash. Upper S 
cabinets have sliding pegboard doors. Two photos can 

be related by noting sink location. Lower photo shows 

relation to dining room, Center cabinet has oven, stor- 

age for brooms, silver, linen and miscellaneous items. 


looks well, works well, lives well 


Daughter’s bedroom (above) has two 
windows low enough for her to look out. 
‘Built-in cabinets are next to bed, which 
can be rolled out. This cheerful room is 
such that it will grow up with her, 


HOUSE & HOME 


——___—_____.. 


QUALITY HOUSE 


Hi-Fi and TV cabinet was built on the job, is of plywood 
and pegboard, suspended from wall, permitting easy 
cleaning beneath. Below cabinet and not seen is 
screened vent for air return to furnace and air condi- 
tioner, via a concrete duct poured in the slab. 


Raised fireplace with cantilevered bench adds pleasant touch in living room. Right wall is pumice block 
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The Lakewood School by Loebl, Schlossman & Bennett 


Should the h 


The schools shown on these pages ‘were privately financed and erected 


by American Community Builders. They are among the best schools in 


the country, designed by top-flight school architects—Loebl, Schloss- 


man & Bennett or Perkins & Will. They will be bought and taken over 


by the school district when its bonding power is big enough to assume 
the obligation. 


nicest ate NETS 


omebuilders help 
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The Sauk Trail School by Loebl, Schlossman & Bennett 


by Philip Klutznick 


he whole character of the homebuilding industry has undergone a tre- 
mendous change in the past decade. The advent of large-scale financing made 
the builder a financier as well as a construction man. The gradual disappear- 
ance of improved lots made him a planner and a large-scale land developer. 
Now the strain of existing school, water supply, sewerage disposal and 


recreation facilities is making him face new problems which may make the 


building of homes the least important part of his job. 


finance schools for their tracts? =— 


Yes, says Phil Klutznick of Park Forest, 
they must do more than that; 


otherwise they will find it increasingly hard 


to get land for their projects 
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Homebuilders must take 


an active interest 


in establishing schools 


Today, more and more communities are shutting the door tight to 
homebuilding until they can solve their school problem. This has 
stirred alarm and indignation among builders, but is it reasonable to criticize 
the town authorities and school officials who oppose more residential building 
within their areas until they can meet at least in part the tremendous shortage 
of physical facilities for education? Even when this is met they will still have 
to face the specter of an increasing shortage of teachers. 

This country needs from 300,000 to 400,000 schoolrooms right now, and the 
great bulge of war and postwar babies is still ahead. Unless impressive mea- 
sures are taken soon, public education will become more and more depressed 
until it has little resemblance to the program which most of us knew. 


In view of all this, the homebuilders must become deeply and 
actively concerned with schools if they want new areas to be 
opened for housing development. 


In building Park Forest we learned this lesson early. Despite much well- 
meaning advice that education was a public responsibility, we saw clearly 
that our private business could not succeed unless we took a serious interest 
in our schools. At first we limited our participation to the following: 


1. We paid subsidies to overburdened school districts until state aid became 
available and new property came on the tax rolls, The gap of 12 to 18 months 
had to be made up in the case of a new or extremely small school district which 
found itself suddenly overwhelmed with a large student body. 


2. We provided temporary facilities, principally in apartments and houses, 


until permanent buildings could be opened. 


Interim assistance. This program became archaic overnight. Our school 
population soared, the cost of building permanent facilities mounted. and so 
did operating costs. Soon it was clear that we must also provide some interim 
assistance for permanent schools. 

We tried to meet this need by setting up a not-for-profit school corporation, 
and this has indeed helped up to now. Its principle was simple. The corpora- 
tion would contract with the appropriate school district to build a school or 
schools. The site, plans and estimated costs would be approved not only by the 
school officials, but by a popular vote as well. So would the contract by which 
the school district would lease the school until such time as it had sufficient 
bonding power to acquire the building and pay for it. Under this program 
(with some variations) five fine schools have been built in Park Forest, 

School districts have actually paid for and taken over one school, and are 
about to take two more. Meanwhile, a quality educational program has been 
maintained, with kindergarten and single sessions instead of double. 


It has been costly. All has not been peaches and cream, however, For us 
as builders, the program has been very costly. Our company has given the 


The Black Hawk School by Perkins & Will 


The Sauk Trail School by Loebl, Schlossman & Bennett 
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school districts $500,000 in operating subsidies, loan assistance and land at 
par value. In addition we have advanced nearly $1,400,000 to the not-for-profit 
corporations—tying up capital we might have used better elsewhere. 

For the community, the program also has its disadvantages, for it pledges 
its future bonding power too far ahead for sound business practice. 

Consequently, we are now developing a new program which should go 
straight to the heart of the problem, which is this: 

The average, middle and lower-income house goes on the assessment rolls 
at a figure too low to give the community the added bonding power required 
to provide its share of the cost of the community facilities it would require. 
It goes on the assessment rolls at a figure $200 to $250 too low to meet the 
added need for new schools, $500 too low to meet the added need for new 
schools plus the added need for other new community facilities. Some of this 
$900 gap can be covered by commercial valuations, some by personal property 
assessments. Later on some will be covered by future industrial development, 
but not enough. In fact, it is clear that our tremendous child population, com- 
plicated by high building costs and operating budgets, is producing such an 
ageravaling overload that we fear the problems ahead are more difficult. 


An outright gift. Heretofore, we were approaching new development with 
a different attitude. We will continue to use the same not-for-profit corpora- 
tion approach, but we will contract with the school district: 

To make an outright gift of $200 to $250 to the not-for-profit corporation 
out of the proceeds of each house sold and to make a loan for the remainder 
which can be repaid within 12 to 18 months after completion of the house. 
This program will make permanent schools available at about when new 
families move in and temporary facilities can be by-passed to a greater degree. 

This approach cannot be used directly by homebuilders who are not 
erecting whole communities, but I cannot help thinking it suggests a solution 
that can be broadly applied. 

We have always believed that a house alone without community facilities 
is an unstable investment. When housing is desperately short, any roof may 
do, but as the market settles down the absence of schools, adequate water 
supply or modern sanitary sewers will markedly reduce the value of the house. 
Perhaps lenders (conventional, FHA and VA) should consider adding 5% 


to 744% of the value of the house to be made available by contract to appro- 


priate public bodies to provide these facilities. The long-term repayment of 


| this additional sum will not seriously handicap the buyer of the house. The 
| buyer will have decent community facilities almost immediately and the lender 


cL into coset will have the additional security of such facilities to reduce his risk in the 
event of a normal competitive housing market. 

If we wait until school districts and public bodies can provide these facili- 
ties through bonding power, in many cases the wait will be extraordinarily 
long and in many subdivisions plans will not be approved. One must always 
remember that a bonded debt constitutes a mortgage ahead of a first mort- 
gage lien on a house in any event. 


Good debatable points. Such an approach has its problems and its dis- 
advantages. Private mortgage interest rates are higher than rates on public 
debt. Unless safeguards are taken the sale price of the house will be increased 
and few, if any, public facilities provided. Some will say that mortgage limits 
are already too high. All of these are good debatable points. There are doubt- 
less other ways to solve the problem. 

The advantage of what is here proposed is that it is simple and direct. It 

requires only limited action by Congress, FHA, VA and mortgage lenders. It 
faces up to a problem which must be solved if 1) homebuilding is to go ahead, 
and 2) what is more important, public education is not to break down, 
In the school business. Whether we like it or not the homebuilder is now 
in the school and community facilities husiness—if he wants to stay in his own 
business, We have been in it for a long while. Certainly it has its headaches 
and complications—but it also makes life interesting and our business worth- 
while. Its greatest compensation is in healthier communities and a more sound 
way of life. Without public education our democracy rests on quicksand. 
Here is a basic contribution toward the fight against “isms” of all types. 
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NEW 
PRODUCTS 


Vinyl-coated Fiberglas screening and sashless windows 


retin eS ARC NOOR 
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Screening is furnished in conventional rolls for in- Visibility is equal to conventional materials, and 


stallation in any frame. Because glass fibers will thin filaments (.0125”) permit free passage of air 
not stretch, fastening must be secure. and light. Bending does not crease screening. 


Tilt-up construction uses sashless windows built Grooved track permits glass to be lifted out for 
into wall section on the house floor. Window panes cleaning or replacement. Panes have edges ground 
are later set into place and the lock is installed. smooth to reduce danger of cut hands. 


Other NEW 
PRODUCTS in this issue 


Window openings can make or break the 
facade design of any house and two new prod- 
ucts go far toward accentuating these “eyes 
onto the world”: 

Glass fibers are woven into mesh, then 
coated-with tough, colorfast vinyl, and heat-set 
into a screening proof against raveling in 
Chicopee Fiberglas screen cloth. Available in 
standard meshes, and in widths to 72”, the 
material cannot fade or discolor, and will not 
stretch or shrink because of the dimensionally 
stable Fiberglas core. 

Screening will be produced in two colors, 
gray and green, with pigment dispersed 
throughout the vinyl, and is said to be im- 
pervious to salt air and industrial fumes. Re- 
tail price: 12¢ per sq. ft., slightly higher than 
galvanized, but below aluminum or bronze. 


Manufacturer: Chicopee Mills, Inc. 
Lumite Div., 47 Worth St. 
New York 13, N. Y. 


Designed and manufactured for his own use 
by a California builder, the Pierson Sashless 
window consists of a machine-grooved red- 
wood frame, in which slide two panes of 3/16” 
crystal glass, overlapping each other 3”. The 
window is precut and packaged: sill, 2” x 4” 
jambs and header, 1” x 4” casing, lock and 
instruction leaflet. For mass production, the 
window can be built into the rough frame, 
then tilted up into place. Sizes range from 
2’ x 3/ up to 3’-8” x 8’, in either two- or three- 
pane, and there are no mullions or muntins 
to interfere with the wide sweep of glass. The 
only hardware is a rustproof lock that permits 
the window to open completely, or to be 
locked with a 2” fresh-air opening. 

The 3/16” glass is heavier than is normally 
used in conventional sash (3/32” or 4%”) and 
an extra glass cost of 25% to 33% must be 
allowed for. Panes lift right out for cleaning. 


Retail prices: (shipped to East Coast) $10 to 
$20 per window. 


Manufacturer: Ernest Pierson Co. 
4100 Broadway 
Eureka, Calif. 


continued on p. 176 
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RHEAD TYPE 
DOORS 


RoMay 


OVE 


You see it at a glance—the smart Ro-Way styling that blends so well 
with any type of architecture, that complements so handsomely today’s 
up-front garages. 


You can tell in a minute that Ro-Way’s smooth-running performance 
is built right in—with friction-reducing Taper-Tite track, Seal-A-Matic 
hinges, ball bearing Double-Thick Tread rollers, and Power-Metered springs. 


And when you know that Ro-Way mortise and tenon joints are both 
glued and steel doweled . . . muntins, rails and stiles squared up with 
precision . . . sections rabbeted to assure weather-tight joints. . . millwork 
both drum and hand sanded . . . heavy gauge steel hardware both 
Parkerized and painted... then you know why Ro-Way overhead type 
doors are so long lasting. 


Smart looking, smooth running, long lasting! That’s why Ro-Way is 
America’s most wanted overhead type garage door. 


ROWE MANUFACTURING CO., 1113 Holton St., Galesburg, III. 


Nationwide sales and installation service. See your classified 


telephone directory for nearest Ro-Way distributor. 
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FASTEST TO INSTALL 


TENSION-tite aluminum screens have 

4 a self-contained template or GUIDE 

BAR which locates correct position — 

for the five screws. (Six screws on — 

j We F ' screens wider than 3’-0”). Complete 
installation takes 3 to 5 minutes. 


y NO PAINTING —NO RUST 


,/ The special corrosion-resistant alumi- 
num and Alclad aluminum wire cloth 
never need painting, never rust, never 


Slot (A) engages screws 
in top of window frame 
by pushing tab on fitting 
(B) which slides in slot(C). 


5 
SCREWS 


are used to install TEN- 
SION-tite screens, (A 


H H 
sixth screw is employed SEEEieeeSttE Ht stain. There are no steel rivets, springs, 
for extra wide screens). $ uf is He H ( i i ( fh fe ist 
Leet cktcthoonky iit or other parts to cause electrolysis. 


tool used. 


LAST MUCH LONGER 


i f) TENSION-tite has the simplest hard- 


ware of any screen. No gadget appeal 
for children. No levers, pins, rivets, or 
loose parts. Only two movable parts, 


a f H and they are handled only when screen 
REINFORCED EH Hi \ i i is being installed or taken down. 
SELVAGE aie Leasasesaaisi 
its tightly against blind : HE sesee HHH . 
Fi Nohily ogeins blind UR UL JUL DU ARCHITECT’S 
SPECIFICATIONS 


Abridged specifications are given in 

Sweet's Light Construction File, 1954, 
5b/ru. For detailed specifications 
please write office nearest you. 


. 


ula 


Guide Bar C is temporarily detached (below) to serve as a 
CATCH (A) ENGAGES —y» ) template, correctly positioning the screws at top and bottom 
SCREWS (B) ON SILL for a tight fit. Returned to the screen (above) it keeps the 


* A 
bottom of the screen closed tightly against sill. Trade mark of Rudiger-Lang Co. 


RowAway 


the best way to screen PANEL WINDOWS 


Roll-Away screens on panel windows are self-storing, and 
roll out of sight when vents are closed, thus giving a clean, 
unbroken view. They are pulled down like window shades 
whenever the awning windows are opened. 

This screen permits the use of friction hardware on the 
awning units, instead of the heavy and costly roto hardware 
required where fixed screens are used. 

The Roll-Away screen—friction hardware combination 
is greatly favored by the home-owners, and offers advan- 
tages to the builder as well. 


5 
ad 
y 
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Builders: Write for full size detail showing installation. 
Dealer inquiries invited. 


RUDIGER KM LANG CO. ==: 


Application of Roll-Away Toccoa, Ga. 


screen on wood awning 2701 EIGHTH ST., BERKELEY 10, CALIF. e¢ SUITE 310, INTERNATIONAL TRADE MART, NEW ORLEANS, LA. and 
type window. Distributed in Southern California by TENSION-tite Window Screen Co., 8473 Beverly Blvd., Los Angeles 48 Berkeley, Calif, 
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Youn get the advance story on 1955 building trends—if you’re a HOUSE & HOME 


subscriber when the new year begins. 


Hundreds of handsome photos, page after page of new design, new construction and 
new product features will give you a long look ahead at the homebuilding future—if 


the January HOUSE & HOME comes your way. 


In this special Home Show Number, you'll see the 55 models of USA’s leading builders. 
You'll see why they’re sure to attract plenty of homebuyers to their front doors. 


Youll get room-by-room reports on the 1955 designs of top-flight architects. You'll 
get how-to-do-it details on new framing methods, new uses of acoustical materials. 
You'll find a comprehensive round-up of new products that mean handsomer construc- 


tion at less cost. 


Will you be a subscriber when HOUSE & HOME’S January Home Show issue leaves 
the press? 
If you don’t subscribe now, just mail the subscription form, bound in this issue, which 


sends you 12 full months of HOUSE & HOME with more good new houses, more good 
house plans, more good house ideas than any other magazine can show you. 


the greatest influence in homebuilding: 
DESIGN * CONSTRUCTION ¢ FINANCE ¢ SALES * MODERNIZATION 


Greater rigidity ... 


stronger ventilators when 


THE BONDERIZED 
STEEL WINDOW 


Extea Volue 
In an air-conditioned house or any type of 
dwelling the extra value in Vento Casement 
Windows includes: all casements drilled and 
tapped to receive storm sash and screens, 
operator arm guide channels attached with 
serews for easy removal and replacement, if 
necessary; ventilator frames constructed from 
the same heavy sections as the outside frame. 
This provides greater rigidity and stronger 
ventilators. 


In addition to the type of windows shown ask 
us about Vento “Champion” Barred Basement 
Windows; Vento “Champion” Utility and Barn 
Windows; Vento “Thrifty” Utility and Special 
Type Windows. 


Write us for full infor- 
mation and name of 
nearest distributor. 


Some desirable territo- 
ries are open for repre- 


sentatives, dealers and 
distributors. Write for 
particulars. 
= 
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NEW IMPROVED VENTO BONDERIZED “‘CHAMPION’’ 
BASEMENT WINDOWS give extra value because of their 


14-gauge electrically welded frame, fins welded to 
jamb for quick installation and double contact with 
leak-proof watershed sill. A plus value incorporates 
a redesigned latch which assures positive operation 
under all conditions. 


VENTO “THRIFTY” BONDERIZED BASEMENT WINDOWS give 
extra value because they are a real economy win- 
dow especially designed for lower cost housing. 
Two position ventilation and easy sash removal. 
Fin flanges at jambs for quick installation. Three 
sizes, putty type only. 


VENTO FORMED STEEL LINTELS give extra value be- 


cause they permit the use of standard 6’ and 8” 
blocks over door and window openings. Of 10- 
gauge steel, with stiffening crimp in center. Also 
formed steel lintels for brick constructions. 


STEEL PRODUCTS CO., INC. 


256 Colorado Avenue Buffalo 15, N.Y. 


LETTERS 


HOUSING ACT OF 1954 


Sirs: 

...A very fine article (H&H, Oct. *54), as 
it highlights the need to make the Housing 
Act work. I have always felt that the basic 
problem is one of administration and I think 
your article very ably sets that out at a na- 
tional level. 

G. Yates Coox, consulting director 
Federal City Council 
Washington, D.C. 


MODERNIZATION AND THE HOUSING BILL 


Sirs: 

With the housing bill signed by the Presi- 
dent, I am hopeful that a good deal of prog- 
ress can be made during the coming year in 
the repair and modernization field. You must 
take a good deal of personal satisfaction from 
the fact that many features of the President’s 
program reflect the constructive thinking of 
your organization, 

Water E. Hoaptey Jr., economist 
Armstrong Cork Co. 
Lancaster, Pa. 


AIR-CONDITIONED VILLAGE 


Sirs: 


Of all the publications covering the NAHB 
Air-conditioned Village at Austin (H&H, Aug. 
04), we feel that your staff has done the 
most outstanding job. 

I will need approximately 50 reprints of 
the story for our department heads. 

J. L. McGarry 
Airtemp Division, Chrysler Corp. 
Dayton 


ON THE FENCE 


Sirs: 

The patterns that the Thompson and Sweet 
lumber companies are setting might well be 
used as goals by retail lumber dealers all over 
the US. 

Perhaps we are in that category, too. We 
have thought many times of prefabricating 
panels for individual houses, Eventually we 
may come to it. 

We have always been conservative. The 
pressure of the prefabbers, however, may 
change our point of view, and I am convinced 
that success can be made out of this prefabri- 
cation operation by lumber dealers. 

Craice RUFFIN, vice president 
Ruffin & Payne, Inc. 
Richmond, Va. 


Sirs: 
Nearly every lumber dealer has a slightly 
different operation, even in the same town. 
I think some dealers will become prefab- 
bers, others will not. Certainly panelization 
is here to stay and it will be improved and 
perfected as time goes on. 
continued on p. 170 
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THE NEW DWC 


WESTINGHOUSE 


DISHWASHER 


Offers a New Sales “Plus” 


... Sanitizes as It Washes! 


Now, the homes you build or 


modernize can be made more de- ES 
sirable than ever before by includ- | 
ing the Westinghouse Dishwasher. | 

Why? Because this new 1955 : 
model offers owners something on ae 
new and different—dishes are not 
only washed sparkling clean—but _— 
also sanitized in water guaranteed Sc 
by the Dishwasher to be of germ- FLAT FRONT MODEL ALSO AVAILABLE 
killing temperature. You offer your Under-Counter Model DWD-24 lines up with 
prospects an appliance that not adjacent base cabinets for that “custom- 
only saves time and work but pro- built kitchen’ appearance. 


tects family health. 

This has been achieved without sacrificing any of the super capacity 
or the quick, easy installation for which Westinghouse Dishwashers 
have been noted. 

Other new features include flexible cycle control for rinsing only or 
for plate warming, visual indicator dial for checking progress of cycle, 
and a new rack designed for easy loading. 

The DWC Series, with beautiful contour front, is available in 24’-wide 
Under-Counter, 24” Freestanding, 48” Dishwasher-Sink Combination, 
and 24” Portable Models. Complete information available from your 
Westinghouse Distributor, or write direct. 


You CAN BE SURE...1F s Westinghouse 


WESTINGHOUSE ELECTRIC CORPORATION 


° ELECTRIC APPLIANCE DIVISION ° MANSFIELD, OHIO 


Makers of Refrigerators, Home Freezers, Ranges, Laundromats, Clothes Dryers, Dishwa'shers, Water Heaters, Vent Fans and Food Waste Disposers 


NOVEMBER 1954 
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This bubble 


is our star salesman 


Homasote boards are weatherproof; they 
are highly moisture-resistant. When a 
prospective purchaser challenges these 
statements, the Homasote representative 
puts a sample of the board on his desk 
—and pours a small amount of drinking 
water onto it. This forms a bubble, as 
pictured above. 


The bubble remains there throughout the 
conversation. Allowing only for an ex- 
tremely dry room, the bubble is essentially 
unchanged when the prospect returns to 
his office the next day. A good many cus- 
tomers have found this an interesting fact. 


We would like to send you a sample piece 
of Homasote and ask you to make this 
test for yourself. After which—you can 
also test it for strength, nail-holding, 
sound-deadening, or any other test that 
has a bearing on your immediate require- 
ments. 


This material also has SIZE...its Big 


Sheets—up to 8’ x 14’—abolish many 
former size limitations. Bent on an 18” 
radius, it holds its new form with no loss 
in strength. 


This material has NO GRAIN ... its fine, 
homogeneous surface takes any paint or 
stain, holds a coat of paper, leather or 
any other laminate glue can hold. 


Homasote is available in five forms 
and/or thicknesses—each having its own 
special qualities and properties. All are 
weatherproof and crackproof—all may 
be used indoors or out. 


In one form or another, users have already 
found more than a hundred applications 
for Homasote Boards. 


May we send you literature, samples and 
detailed specifications? Kindly specify 
which boards sound interesting and 
address your inquiry to Department 20A. 


15’ HOMASOTE-in Big Sheets up to 8’ x 


32 14’. Time-tested in all climates—from 
Alaska to Africa to Little America. 


5” HOMASOTE TYPE U — more resili- 


8 ent. In 4’ x 4 size. 


21” HOMASOTE TYPE RD —strong, 
32 tough, weatherproof. Single-ply in sizes 
from 2’ x 8’ to 8’ x 14’; 2- or 3-ply, in 
2' x 8’ size only, bottom ply V-grooved, 
upper plies ship-lapped. Live load—75 
Ibs. with 2-ply 32” 0.c., 3-ply 48” o.c. 


ee 


_3’”” STRIATED HOMASOTE PANELS 

So offering endless variety of pattern, 
depending upon how cut and posi- 
tioned. Panels are 8’ in length; 16”, 
32” and 48” in width. 


3” WOOD-TEXTURED HOMASOTE 
8 PANELS—molded from actual board, 


retaining everything but the splinters. 
(Dimensions same asfor Striated Panels.) 


aor\ HOMASOTE COMPANY 


Trenton 3, New Jersey 


"sy 


; 

During World War II we had some experi. | 
ence in prefabrication . . . of huge airplane | ; 
crates, some of which were nearly as large — 
as a small house, though not nearly so com- — 
plicated. We thought for a while, after the 
war, that we might fabricate some houses, but ; 


Dallas did not seem to take to it. { 
i 


More recently, we were interested in a proj- 
ect of about 250 small houses and considered — 
fabricating the roof trusses in the yard. The 
carpenters who had the labor contract soon 
convinced us that they could fabricate them — 
at the site, by using only a Skilsaw and cheap 
labor, at less cost than we could do it in the 
yard. We don’t have the union labor situation 
here that Sweet has in Kansas City. 

So I think it all depends on who’ the dealer 
is, where he is, and the conditions in his 
locality. I am a great believer in changing ~ 
with the times. When I think Dallas is right — 
for lumber dealer prefabrication my firm 
will try to get into it. e 
W. B. OtpHamM, president — 
Oldham Lumber Co. a 
Dallas ; 


LUMBER DEALERS AT WORK 


Sirs: x3 
Since before the war, we have operated a 
home improvement and building service 
(H&H, Oct. 54). We employ salesmen to esti- ~ 
mate and sell the job, arrange financing, con- 
trol the sale of all materials, and arrange to 
have an independent contractor do the work. 
In this manner, we provide work for con- 
tractors, yet they retain their individual iden- 
tity. We make no profit on their labor, but 
increase our material sales and help to insure 
their continued patronage. 
E. DonaLp STERNER, president 
Sterner Coal & Lumber Co. 
Belmar, N.J. 


he Sores ie fe 


Sirs: 

We believe that panelization is here to stay 
and that the retail lumber business is dividing 
itself into two basic types of operation. One, 
a retail store largely catering to the home 
owner and small jobbing contractor; and two, 
the type of yard that will either develop a 
building program of its own or become closely 
allied with larger contractors. 

W. C. Bett, managing director 
Western Seattle Retail Lumbermens Assn. 


Sirs: 

We offer three types of financing for home 
modernization and repair: we lend either for 
the material, or for the material and the cus- 
tomer hiring his own labor, or we will furnish 
the labor and material. 

In addition, we find it expedient to offer — 
time payments on all types of building mate- 
rials, power equipment, ete. 

W. A. BarKSDALE 
Charlottesville Lumber Co.. Inc. 
Charlottesville, Va, 
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far greater value and 


homes with ea LE $¢co 


RUSCO 3-IN-1 WINDO-DOOR 


Prime door...screen door...ventilating window 
all in one unit! 


Ideal for kitchen, side door, terrace or porch because it 
serves as a window as well as a door. Glass panels slide 
up and down to permit desired ventilation while door 
remains closed or locked. Fiberglas full screen panel will 
not rust, rot, corrode or stain—neyer needs painting. Rusco 
Windo-Door insert in enamelled galvanized steel or alumi- 
num can be installed in standard 1%4” or 184” wood doors. 


LIGHT AND VENTILATES VENTILATES 

VIEW WITH FROM FROM 
CLOSED-DOOR TOP BOTTOM 
PROTECTION 


RUSCO Picture-Windo COMBINATION 
SCREEN AND STORM DOOR 


Gives Year ‘Round Weather Protection With 
Controlled Ventilation B 


Nothing to change, nothing to store. Lower glass panel 
Taises to permit any desired degree of ventilation. This 
handsome door is in a class by itself—a screen door, storm 
door and beautiful picture window all in one! Galvanized 
steel finished with baked-on enamel in wide choice of colors. 


PERMANENT ALL-METAL AWNINGS, DOOR AND TERRACE CANOPIES 


* Sood 


Rusco offers a wide range of models in 
All-Metal Venetian Awnings and Door 
Canopies—priced to meet every need. 
Rusco’s All-Metal Terrace Canopies 
make a sturdy. permanent year ’round 
installation giving protection against 
every type of weather. Metal awnings 
are available in Venetian type adjust- 
able from inside. and in fixed-louver 
ventilating type. Wide range of colors. 
These awnings and canopies give a 
finished, luxury look to a home far 
beyond their cost. 


Sem 


METAL TERRACE CANOP 


Ns 


METAL VENETIAN DOOR CANOPY & AWNING 


RU Cf of ¢) G LASS-LO UVERED ES ge s “ ag | Mail this coupon for product literature, Bis eee 
JALOUSIE WINDOWS & DOORS toe : é | and name of Rusco dealer. 


| THE F. C. RUSSELL CO., Dept. 6-MB114 

Cleveland 1, Ohio * In Canada: Toronto 13, Ontario | 
Gentlemen: Please send me literature checked below and | 
| name of Rusco dealer nearest me. | 
| [_] Rusco Prime Windows | 

Rusco Combination Doors 

Rusco Awnings and Canopies 
| | 


These wonderfully versatile Jalousies can be used in so 
: many different ways to convert a porch or breezeway into 
year "round living space—or to transform your old work 

- center into a glamourous new “dream kitchen”! 


The handsome sweeping vertical lines of these glass- 
louvered jalousies have a look—even a feeling—of elegance 
no other door or window treatment seems to match! They 
offer “inside living” advantages and year ‘round weather 
protection without taking away the full view, visibility, 
ventilation and airiness of an open porch! They're com- 
pletely adjustable, from the inside, to suit your needs 
of the moment, 


(J Rusco Combination Windows 
Rusco Windo-Doors 
Rusco Glass Jalousies 
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ROLLER SHADES go glamorous in decorator 
colors and textures 


To fight back against the encroachment of 
new window treatments that capitalize on the 
housewife’s preference for color and design, 
and dislike of the dun coloring of ordinary 
shades, the window shade manufacturers com- 
missioned Freda Diamond to design a new 
line of roller shade cloths, all in contemporary 
styling. 

Result: four patterns (Ratine, Tweed, 


g 
pts 


MAGIC“CIRCLE 


Xo) 


Qe 


Aladdin had his Genie— you 
have the MAGIC CIRCLE by 
Richmond Homes! Here’s a 
home that gives your prospects 
“open area”’ living, planned 
circular flow of family activity 
around an island of storage space, 
and an extra all-purpose room. 
Now, you can offer all these 
costly ‘‘customized”’ features at 
pre-fab prices! Richmond Homes’ 
MAGIC CIRCLE will be your 
“profit Genie” in hard-sell 
competition. Write us now on 
your company letterhead for 
complete details. 


R 


ICHMOND homes « incy 


RICHMOND, 
INDIANA 


Royal and Fleck) with a distinctive woven 
texture on the inside, with a plain, vinyl- 
coated backing facing outward, embossed in 
a simple design. Mounting is on the usual 
spring-wound rollers, and will be offered in 
widths up to 54” this year, and eventually 
as wide as 72”. 


All fabrics have rough, nubby or fluffy tex- 
tures, with all but one (Tweed) being shot 
through with: nontarnishing metallic Lurex 
threads. All may be cleaned with soapless 


Weave and texture give striking appear- 
ance with light coming through shade. 


upholstery shampoos, or washed with mild 
soap and water. ; 

The decorative fabrics are available in 
beige, pink, green and yellow as well as the 
conventional white or natural. Accompanying 
the shades will be a full line of matching 
fabrics for any window treatment desired, 
though the manufacturers are so proud of the 
new line that they feel the varied patterns 
are decorative enough to be used by them- 
selves at the window, without side curtains, 
as a complete window treatment. 

Definitely a luxury product, the shades may 
make a strong selling point for the quality 
housebuilder looking for something to dress 
up his window openings. 


Prices: 6’ x 36” shade (including roller) : 
$8.95 to $11.95 each, depending on 
pattern. 


Manufacturers: Window Shade Manufactur- 
ers Assn. 
443 Fourth Ave. 
New York 16, N. Y. 


Matching fabrics are available in yardage 
for supplementary window treatment. 


continued on p. 182 
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& 
oil House of the 50's 


Attracted To Home Offering Hotpoint All-Electric Living 


the purchase of a new home. 

But the Ozdowskis are not alone in this respect. All over 

America, builders who are creating excitement in and 

quick desire for ownership of their homes are including 

Hotpoint All-Electric Kitchens and Home Laundries. 

They are capitalizing on the quality reputation Hotpoint 

has established through the years. The known quality 

of Hotpoint speaks for the quality expectancy 

of the homes in which Hotpoint Appliances are installed. 
Better builders are taking advantage of this fact. 


; Whether you build modest homes or stately mansions, 
a Hotpoint Kitchen-Laundry will make one as desirably 
modern as the other. Check with Hotpoint’s Builder 
Department and let them figure with you on your 

Next project. 


@ An auxiliary kitchen off 
the Family Room on the ter- 
race level is equipped with 
the new Hotpoint sectional- 
ized Customline Automatic 
Electric Range and Super- 
Stor Refrigerator. 


@ Efficiency room just off the break- 
fast room is equipped with a Hotpoint 
Automatic Washer, Dryer, Rotary lroner 
and De Luxe Food Freezer. 


@ The all-electric kitchen that stopped traffic 
during ‘‘open house” is equipped with a Hot- 
point Automatic Electric Range, Automatic Dish- 
washer and Super-Stor Refrigerator-Freezer. 


changes your viowpot...cuitometicalDy 


NGES © REFRIGERATORS + DISHWASHERS + DISPOSALLS® » WATER HEATERS FOOD FREEZERS » AUTOMATIC WASHERS » CLOTHES DRYERS © AIR CONDITIONERS = DEHUMIDIFIERS CABINETS 


HOTPOINT CO. (A Division of General Electric Company) 5600 West Taylor Street, Chicago 44, Illinois 


Many a sale is closed in the kitchen . . . it’s there you’ve 


... another modern home 
with an 


EMERSON-ELECTRIC 
KITCHEN 
VENTILATOR 


-. 


got to please that all-important Mrs. Home Buyer. 
A cool, clean odor-free kitchen is a powerful selling point, 
and one which you can build right into your homes if you 
specify low-cost, dependable Emerson-Electric Kitchen 
Ventilators. Get complete specifications and 
performance data by writing for Bulletin No. 618. 


Your choice of 2 easy-to-install models: 


WALL MODEL... 

- Telescoping adjustable sleeve fits walls 
514” to 13” « Square outside frame, easy to 
brick or frame around « Special outer door 

seal gives weather protection + Induction 

motor, 10” blade moves 470 c.f.m. 


CEILING MODEL... 

e Adjustable sleeve joint fits standard 
314” x 10” duct + Outside grille has angle 
baffles for weather protection « Automatic 
shutter closes duct when fan is not 
operating -« Dependable Emerson-Electric 
motor equipped with special thrust 
bearings « 10” blade moves 470 c.f.m. 


Specify 
Emerson- 
Electric 
Attic Fans 


Build cool summer comfort 
right into your homes by in- 
stalling Emerson-Electric Attic 
Fans! Here is another sales- 
clincher . . . available in five 
sizes from 24” to 48”. Note: 
you'll save half on installation 
by installing during original 
construction. 


THE EMERSON ELECTRIC MFG. CO. 
St. Louis 21, Mo. 


EMERSON 75 


ELECTRIC 


FANS ~ MOTORS ——= —*— _ APPLIANCES 
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AIR-TIGHT DAMPER in fireplace seals in 
cooling and heating, seals out drafts 


* 


Air conditioning in houses demands that all 


possible openings be blocked to prevent loss 
of expensive cooling, and the fireplace’ flue is 


a common offender. In the new Heatilator 


3-Star fireplace, a pressure-seal damper seals 
the fireplace throat and prevents the loss of 
expensive summer cooling. The damper fits 


locks damper 
\. air-tight 


i 


against an asbestos gasket, and a slight pres- — 
sure locks the blade tightly in place. In win- — 
ter, this also blocks dirt-scattering down — 


drafts, and the escape of house heat. 


Heatilator continues the quarter-century- — 


old, warm-air circulation feature, which draws 
in cool air at floor level, warms it over the 
firebox, then discharges it through grilles 
higher on the wall. Fireboxes are formed of 


© Slight extra pressure — 


one piece of 3/16” boiler plate to eliminate — 


all welded seams, and any need for reinfore- 
ing ribs. 

List price: 36” x 28” opening: $74.. 
Manufacturer: Heatilator, Inc. 


E. Brighton & E. Glen Aves, 
Syracuse 5, N. Y. 


WwW 


EXHAUST VENT disposes of clothes-drier 


moisture and lint, fits all makes and models — 


Every time a home clothes drier processes a 
normal (7-9 lb.) load of dry wash, 4 to 8 
lb. of water must be disposed of. A common 
source of much condensation trouble inside 
the house, this miniature Niagara can be com- 
pletely vented to the outdoors through the 
Air-O-Vent drier exhaust. 

Ducting is neoprene-coated glass-fiber ma- 
terial, completely fireproof and impervious to 
corrosion or rot. The duct bends on a 1” 
radius permitting the drier to remain close to 
the wall, and to be moved for servicing. A 
built-in. damper closes automatically when 
the drier shuts off, to prevent a backflow of 
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right out of Bill Levitt's 25" Anniversary ad! 


NOVEMBER 1954 


“General Electric Appliances bring modern ease-of-living 
to the 25th Anniversary Levitt Jubilee House. 


Twenty-five years ago Levitt bought its first refriger- 

_ ator from General Electric. Since then, there are more 
Levitt homes with G-E Refrigerators than all the houses 
in either Trenton or Camden! 


Then, just nine years ago, Levitt installed the General 
Electric range as standard equipment in all of its houses. 
The combination of General Electric and Levitt, always 
leaders in their fields . . .”’ 


ae” 


Why don’t you get in touch today with your G-E distributor 


HOME BUREAU 


GENERAL @ ELECTRIC 
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OMPLETELY 
NEw! 


in design and materials 
in construction 


in OPERATION 


New Solenoid Valve by White-Rodgers 


features unusually quiet operation 
for ALL TYPES OF GAS HEATING 


**Cushioned Power” 
With a resilient-mounted coil, sound-deadening cover and soft-seat construction, this 
White-Rodgers Solenoid Valve now gives the really QUIET operation long desired in 
compact, efficient gas-flow controls. 


Simplifies Thermostat Needs 
Requires same heat anticipation (.4 amp.) as all other White-Rodgers Primary Controls and 
Relays .. . only one Thermostat is needed without modification, for all types of installations, 


Easy to Install and Service 
Because of the compression spring providing positive closure of the valve, mounting position 
is no longer critical. Simple union-nut assembly permits easy installation and quick accessi- 
bility for cleaning or parts replacement in the field. 


All Type Gases 
Valves are for use with liquefied petroleum, 
manufactured, mixed and natural gases — 
including high sulfur “sour” types. 


INO matter how well built . 


“the heating plant — 
a Se gree. ae Pressure rating 4 psi. Available in 1%”, 
you install... gee) 34” and 1” sizes, for 25v. or 115v. 


if its performance depends 
Manual Operation 

Available with or without manual operator, 

conveniently located at side, easy-to-use 


: Sanh: be no better than t knob type for when current is not available. 


‘On automatic controls ... 


“the controls with which 


Write for Information 
Complete installation and operating data 


; is now available — write today for full in- 
ocr | PA —— formation on this radically new valve. 


it is equipped. 


A WHITE-RODGERS 
(ontla OvAND alk CONDITIONING. 


ST. LOUIS 6, MO. 


din eee 


NEW | 
PRODUCTS continued from p. 182 


WwW 


cold air in winter, or insécts in summer. 


The vent hood is aluminum, designed so 
that the damper cannot be sealed shut by con- 
gealed wet lint or frozen moisture. 


Retail price: $9.95. 


Manufacturer: Arrowhead Rubber Co. 


2350 Curry St. 


Long Beach, Calif. 
MOBILE AIR CONDITIONER. wheels from 
room to room, cools up to 500 sq. ft. 


The cooling comfort of air conditioning is 
needed in different rooms in the house at dif- 
ferent times, and one possible solution is 
Unarco’s new mobile *4-ton unit, which can be 


rolled to any room in the house, and plugged 
into an ordinary 110-y. outlet. Umbilical cords — 
connect the cooler to the nearest cold water 
tap, and drain waste water. 

Flexible water and drain lines are attached 
to the machine with snap-on connectors, and 
water consumption ranges from 30 to 40 gal, 
per hour. If a permanent location is desired, 
rigid connections up to 10’ long can be made 
for approximately $17, and wheels detached. 

The unit, 28” high x 18” wide x 17” deep, 
is currently being produced with a vinyl plas- 
tic covering in ivory or dark brown. 


Retail price: $329.95. 


Manufacturer: Union Asbestos & Rubber Co. 
Heating and Cooling Div. 
332 S. Michigan Blvd. 
Chicago 4, Ill. 
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TO THE BUILDERS’ NEEDS 


Permabilt quality construction is the kind you can 
stand back of. We build by conventional proven methods 
using quality materials and follow the standard practice 
that builders have used for years. Permabilt Homes are 
shipped as a package with wall panels and roof trusses 
assembled at the factory. Windows and doors are glazed, 
weather-stripped and installed. To protect the home from 
exterior wall dampness, we provide a full 314 inch inter- 
wall airspace. 


FULL FLEXIBILITY IN DESIGN 


Over 50 standard designs and floor plans will meet’ 


most buyers needs, however, plans can be altered by re- 
arranging wall panels. Interior partitions can be moved 
to suit individual buyers. Numerous front style modifica- 
tions are possible with several choices of picture windows. 


ACCEPTED FOR 
F.H.A. or V.A. 
FINANCING 


YOU BUY ONLY WHAT YOU WANT 


Permabilt’s method of selling gives you a choice of 
packages and you buy only what you want. Select 
the packages to your own best advantage. 


BASIC HOME PACKAGE 


Complete shell, everything furnished, including in- 
terior partition studs. 


INTERIOR TRIM PACKAGE 


All interior wood trim, flush doors and hardware. 
Either dry wall or rock lath to cover. Your choice. 


FLOOR PACKAGE 
Oak flooring or asphalt tile as required. 
CEILING INSULATION 


Fibreglas or Rock Wool in rolls or bats. 


KITCHEN PACKAGE 


Youngstown steel kitchen, cabinet sink with dish- 
washer or garbage disposer as desired. 


SOME TERRITORIES 
OPEN FOR FRANCHISE 
TO RESPONSIBLE 
BUILDERS, WRITE 


222 S. KALAMAZOO AVENUE TODAY 


WE INVITE YOU TO VISIT OUR MODERN PLANT AT MARSHALL, MICH. 
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ALL-ELECTRIC HEATERS 


You put your homes on the Top Preference List 
when you include Electromode Automatic Electric 
Heaters in your plans. No basement, vents or 
ductwork needed. Saves you time and money. 

Buyers are quick to decide on homes with 
Electromode Heaters, because Electromodes have 
the features they want: 


@ CLEAN, HEALTHFUL, FAN-CIRCULATED HEAT 
© AUTOMATIC TEMPERATURE CONTROL 

© SMART, MODERN DESIGNS 

© CONVENIENT—SPACE SAVING 


Only ELECTROMODE 


has the sealed-in CAST- 
ALUMINUM HEATING ELE- 
MENT. No danger of fire, 
shock or burn. Guaranteed 
for 5 years. Built-in safety 
switch prevents overheating. 
Approved by Underwriters’ 
Laboratories 


HEAT for BIG ROOMS 


This  Electromode wall & 
model distributes heat by — 
down-flo principle, assur- 
ing warm floors. Hand- 
some silver grey hammer- 
tone finish blends with 
other furnishings. 

Model WA 
Capacities: 1500 to 4000 

watts 


For Modern BATHROOMS 


Enhance the beauty of the 
bathroom or any small 
room with this wall model 
Electromode. Choice of 
gleaming chrome or white 
enamel finish to blend 
with other fixtures. 


Model WJA 
Capacity: 1320 watts 


ELECTROMODE CORPORATION 


Dept. HH-114, 45 Crouch Street 
Rochester 3, N. Y. 


tions, illustrativns, and how to figure and 
install Electromode Heaters. 


ELECTROMODE 


(UCTRHE = CoA on cb eee beo Oe RP OREEC : elise ss wleles 
PROVE SEM aia''y G'e, 5.0 (sip plis'ele (> oh aieiere feceimiwr eunheieie ° 
PS 5 lo OPO Orie ROS State. ce pastes . 
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SELF-ADHERING RUBBER TILE has adhesive 
on back, comes in 52 colors and patterns 


Rubber floor tile that installs as easily as a 
Band-Aid is the latest resilient tile innoya- 
tion. Robbins’ Self-Adhering Tile has its 
adhesive applied evenly to the back during 
manufacture, then sealed with a sheet of 
polyethelyne plastic film. Installation in- 
volves only sponging the floor with any com- 
mercial solvent (such as mineral spirits or 
carbon tetrachloride), peeling off the pro- 
tective film, and pressing the tile firmly into 
position. The solvent reactivates the adhe- 
sive gum to give a floor-tile bond claimed to 
be stronger than the bond from conyentional- 
spread adhesives, 

All of the usual rules for installing rubber 
tile apply. Floors must be clean and dry, 
yery bad wood floors should be sheathed 
with plywood, and use on or below grade is 
not recommended unless cencrete floors 
have a waterproof membrane. 

A full color range, from soft pastels to 
vivid marbleized or terrazzo patterns, is of- 
fered in the new tile, and Robbins claims 
that its tile is the most perfectly squared one 
made, a feature making installation easier, 


Retail price: Approximately 58¢ per sq. ft. 


Manufacturer: Robbins Floor Products, Inc. 


Tuscumbia, Ala. 


LEATHER TILES put pigskin on floors or walls 
for a superluxurious surface 


Newest entry into the floor tile field is a sub- 
stance that people have walked on for cen- 
turies: leather. As a rich touch to the quality 
house, Pigs-Kin leather tiles can be installed 
on floors, walls or furniture, The genuine pig- 
skin leather is natural tan, 1/5” thick, comes 


in 44%" x 41%" and 4%” x 9” sizes, and is 
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No kitchen is modern today 
without a 


i 


NATIONAL 


food waste 


DISPOSER 


Writing a food waste disposer in the build- 
ing specs is almost as automatic as writing 
in the kitchen sink. The two are rapidly 
becoming inseparable. 

What disposer offers top dollar value? Com- 
pare — and our bet is you'll select the 
NATIONAL, It offers more to builder and 
home owner alike. To the builder: quick, 
low cost, one-man installation; a choice of 
two models — “continuous feed’ or safety 
“LOK-TOP” Cover Control —to meet any 
requirements. To the home owner: a dis- 
poser that grinds all food waste; a disposer 
whose lifetime grinding elements never 
need sharpening; a disposer whose sturdy 
construction with only one basic moving 
part assures minimum maintenance over an 
almost unlimited number of years. 

Check and compare — and you'll write 
“NATIONAL” into all of your kitchen 
building plans. 2177 


NATIONAL DISPOSERS 


a product of 
NATIONAL RUBBER MACHINERY CO. 
47 W. Exchange St. e° Akron 9, Ohio 
Dept. HH-1154 
Send me detailed information on both the 


“continuous feed” and Safety LOK-TOP Cover 
NATIONAL DISPOSERS. 


NAME 


ADDRESS 


: 
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KEYCORNER 


GALVANIZED REINFORCING LATH 


at joints, corners and 
ceiling-wall junctures 


It’s so easy and inexpensive to reinforce 
plaster with Keycorner strip lath. Yet it 
gives extra strength where stresses are 
most severe. The vast network of strong, 
multidirectional reinforcing wires become 
fully embedded in plaster. The galvanized 
surface of Keycorner provides a strong 
bond with plaster. Plaster fills in com- 
pletely to assure a full bond with the lath 
and give solid, reinforced plaster surfaces 
and corners. No wonder lathers and plas- 
terers everywhere are recommending this 
improved type of strip lath. Be sure to 
include it on your next job. 


For highest quality at lowest cost, use the 
3 Keys to Stronger Plaster. 


Keymesh has been proved through 
the years as a superior reinforcement 
for stucco. Now plasterers are 
recommending it for ceilings to increase 
strength and protect against cracking. 


Keycorner is preformed to fit 
accurately and snugly in corners and at 
wall and ceiling junctures. It also is 
ideal where strip lath is required... 
doesn’t rust...eliminates waste. 


Keybead combines open-mesh 
reinforcement with a precision-formed 
bead. It assures a solid plaster 

corner, reinforced with a network of 
galvanized wire, preventing rust streaks. 


KEYSTONE STEEL & WIRE COMPANY 


Peoria 7, Illinois 


3keysto “ Gta, 
STRONGER PLASTER | [C4 
( 
D 


KEYMESH * KEYBEAD » KEYCORNER » KEYSTONE WELDED WIRE FABRIC + KEYSTONE 
NAILS + TIE WIRE * KEYSTONE NON-CLIMBABLE AND ORNAMENTAL FENCE 


x Ser6~e. : 
or 3258-5 ~ 
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WATER REPELLENT 
PRESERVATIVE 


CONTAINING 


PENTAchlorophenol 
The Unseen Value You Can Sell 


...- and Sell! 


When you use Woodlife treated wood that 
goes in the homes you design you’re gain- 
ing these important advantages... 


A Powerful Sales Feature... Because 
Woodlife so effectively guards against 
warping, swelling, shrinking caused by 
water absorption—and gives immunity to 
termites and decay. 


A Higher Value... For the same rea- 
sons, lending institutions invariably give 
higher appraisals to Woodlife-treated 
homes—to an extent far greater than the small 
cost of the treatment itself. 


Value That Lasts! ... Woodlife enables 
you to present the charm and utility of 
wood in all its aspects with the knowledge 
that youre building for LONG-LASTING 
SATISFACTION! 


SEND TODAY for the informative folder, 
“WOOD PRESERVATION WITH 
WOODLIFE” which gives test data along 
with suggested specifications. Ask your 
retail lumber dealer, jobber, or write: 


Protection Products 


MANUFACTURING COMPANY 
Since 1921 


Dept. H Kalamazoo, Michigan 


NEW 
PRODUCTS continued from p. 194 
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flexible enough to be fitted around obstacles 
and into coves. 


The tough hide is cemented to any smooth 
surface with a special adhesive (but not over 
radiant heat, which dries out natural oils), 
and has been tested for abrasion, indenta- 
tion, absorption, and resistance to expansion 
and contraction, Paste wax is the only neces- 
sity for upkeep, plus wiping with a damp 
cloth. Chamfered edges provide beveled 
joints and emphasize any installation pattern, 
and there is no directional grain. 


Prices: $1.25 per sq. ft.; adhesive: $5.91 per 
gal. 


Manufacturer: Kiefer Tanning Co. 
240 Front Ave., S.W. 
Grand Rapids 4, Mich. 


LIGHT CONTROL permits any intensity, from 
darkness to full brightness 


Normal switching offers only “on” or “off? 
control of room lighting (though three-way 
lamp switches are often used in floor or table 
lamps), but a complete selection of lighting 
intensities is now available through a rheostat- 
like wallbox dimmer called Moodlight. A 
simple twist of a calibrated control on the 
wall permits the use of the entire range of 
light from darkness to full intensity. 

The dimmer replaces the ordinary on-off 
switch, is slightly larger (614” x 8”), but fits 
into a conventional stud wall. Basically it is 
an autotransformer, with a movable brush 
contact riding on a hared portion of the wind- 
ing. Since the brush is always in contact with 
the winding. there is no flicker as the inten- 
sity is changed. Unlike resistance-type units, 
this system uses only the current needed to 
produce the desired illumination. Any load up 
to 360 w. can he handled by one dimmer. 

Prime use of the device is expected to be 
in living and dining rooms, though it would 
also be useful in bedrooms or nurseries. Face 
plates are available in primed steel, but 
brushed aluminum or brass and bright chrome 
may be had for a slight premium. 


Retail price: $30. 


Manufacturer: Superior Electric Co, 
554 Demers Ave. 
Bristol, Conn. 


continued on p. 206 
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HERE'S A NEW 
COMPACT 


INDOOR INCINERATOR 


U 


TRADE MARK 
REG U & PAT OFF 


FIRST CHOICE 
OF 


MRS. AMERICA 


Now, more than ever, 
Incinor leads the way in 
automatic, gas-fired 
incineration. 


For more than thirty 
years Incinors have 
given dependable, 
trouble-free service in 
thousands of homes. 


Install Incinor to elimi- 
nate messy trash and 
garbage areas—raise 
appraisals. 


OUTDOOR INCINOR 
MODELS ALSO 
AVAILABLE... 


Approved WRITE TODAY For 
PUM Sts DETAILS 


INCINERATION DIVISION 


BOWSER, INC. - CAIRO, ILLINOIS 


HOUSE & HOME 


DESIGNER FOREMAN and Sachs got idea 
for indoor grill from House « Home. It sells. 


aae I 


RTGAGE DETAILS for the group are handled by realty salesman Sherman in close associa- KITCHEN EQUIPMENT dealer Ray passes 
n with VP Gerard W. Kirby and Exec. VP Charles M. Miller of Provident Savings Bank. along sales ideas to associate builder Sachs, 


. 
3 


oz 


{ERMAN SAYS “House « Home’s my bible 


and development”. Architect Shaftel agrees. 
7 


CRISMER OWNS all equipment he uses — 
trucks, cement mixers, bulldozer, power shovel. 


ar sep . a , 


ARCHITECT SHAFTEL joined group when ROSENZWOG DELIVERS materials to Cris- CRISMER, SHERMAN, SHAFTEL plan mer- 
lerman saw a Shaftel house in Housr & Home. mer in his own trucks—has 8, plus 3 trailers. chandising for $20,590 home. Sold 75 in one week. 


Air Conditioners 


A modern home feature that 
makes a real sales point! 


COMPLETE AIR CONDITIONING 


at low 

cost now... 
or 

heating now, 


cooling later... 


Year-around air conditioning helps sell homes 
faster! With Majestic’s compact twin units, 
as small as 22” square at the base, you can 
offer this modern feature in even the smallest 
homes. Or, at a low initial cost, you can offer 
homes designed for “heating now, cooling 
later” with a minimum expense for extra duct- 
work, Twin units are available in both upflow 
and counterflow models. Get full details from 
your dealer on Majestic’s complete line of gas 
or oil furnaces—from 76,000 to 400,000 BTU 
capacity—and matching refrigeration units. 
AGA approved and UL listed equipment! 


See your dealer 
or write GaN 


The Majestic Co., Inc. 
Huntington pis Plteet Indi 
iana 
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FORMED STEEL LINTELS for windows and 
doors eliminate deep grouting of block 


Roll formed steel lintels for cement or cinder- 
block construction are now available in 
lengths of 2’-6” to 5’ in 6” steps, with a rib 
construction that combines high strength 
with light weight. Formed from 11-ga. 
SAE-1020 hot rolled rim steel, the lintels 
require only minimum grouting, instead of 
the deep grouting needed with angle irons. 

Lintels are 7” deep, with an especially 
designed “drip-lip” to provide drainage to 
the outside. Widths to 4’ are packaged six 
per bundle: 


Prices: (96 units or more): 3’, $1.35; 4’, 

$1.80; 5’, $2.25. 

Manufacturer: Brainard Steel Div., Sharon 
Steel Corp., Griswold St., 
Warren, Ohio 


SLIDING SERVICE DOORS for garages take 
up no interior space 


Any 13%” door, up to 3’ wide, can be used 
as a garage service door if it is mounted 
with Sterling’s sliding door hardware. This 
brings to the garage the space-saving con- 
venience of sliding doors, long used in 
closets and cabinets. 


All hardware is steel, with nylon rollers. 
Each set consists of track hangers, back stop, 
floor guide, edge guide and two flush pulls. 


Price: $6.50 ea., in sets of 12. Rim lock 
sets for sliding doors are $5.95. 


Manufacturer: Sterling Hardware Mfg. Co. 
2345 W. Nelson St. 
Chicago 18, Ill. 


Technical Publications, p. 212 


What will 
America look for 


in a 1955 House? 


What’s around the corner 
in house design? 


One thing is sure. 
Househunters won't be easy to satisfy. 


They’re watching and waiting for 
design, planning, materials and 
equipment that offer them more house 


—less housekeeping. 


What will clients want you to give 
them in ’55?—an extra bath, 

a TV-play area, a 2-way fireplace wall? 
How far has public taste swung over 
to floor-to-ceiling glass, 

low-pitched roofs and open kitchens? 
Can you plan in air conditioning, 
landscaped patios and closet walls? 


See the answers in HOUSE & HOME: 


A Housre & HOME subscription 

brings you the last work on the latest 
in houses—handsomer homes with 
more built-in convenience... quality 
homes that are safer investments... 
homes that show you, 

not where house design comes from 


but where it’s going. 
If you don’t have a personal 


subscription, just mail the subscription 


form bound in this copy. 


house+home 


540 N. Michigan Ave., Chicago 11, Illinois 


HOUSE & HOME 


house—six kitehens 


cmasinnetinin omens 


WANS IG LANE SES © a 


Send this coupon to Dept. HH, 
Caloric Stove Corporation, Topton, Pa., 


for complete information. 


Please send me descriptive literature on Caloric built-in 


gas cooking equipment. 
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We've put everything 


YOU want... 


fireplace 
dampers 


Whether you’re planning a conven- 
tional, single-o ening fireplace—or one 
of the aasaal” arrangements so pop- 
ular today—you'll find it easier to de- 
sign, easter to build with a Bennett 
Damper! See these performance-proven 
Bennett dampers at your supplier’s . . . 
or write us for complete details and 
specifications ... 


THE NEW 


PB. nefout 


UNIVERSAL 
DAMPER 


The amazing damper that gives you absolute 
freedom in fireplace design—at moderate cost! 
Builds any one of six basic fireplace styles, in- 


cluding projecting corners, 2 l 
openings, openings in 2 rooms, etc. 6 sizes 


sided and 3-sided 
avail- 


able—ranging from 27’x 27” to 50’x 24”. The 
answer to “unusual” fireplace design for the 
modern home! 


EXPANSLIP 
STEEL 
DAMPERS 


The famous boiler plate steel damper with the 
exclusive slip-joint feature, which takes up ex- 
pansion that occurs when damper gets hot. 60° 
front slope gives sure draft. 8 sizes—up to 72” 
wide, designed for easy lay-up of brickwork. 


CAST 
IRON 
DAMPERS 


Improved, higher-front design assures better 
draft, better smoke passage. Sturdy cast iron 
construction, with either cast iron or steel valve. 
Precision-cast in our modern foundry, Bennett 
cast iron dampers have no thin spots or weak 
sections to give trouble. Wide range of sizes. 


or write 


See your Bennett representative 


eae «=6BENNETT- IRELAND INC. 
for free ry Chartered. in. 1906 


catalog. 
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NORWICH, NEW YORK 


TECHNICAL PUBLICATIONS 


WIRING. Remote Control Wiring. General 
Electric Co., Dept. HH, Construction Ma- 
terials Section, Bridgeport 2, Conn. 


A nontechnical explanation of how low-volt- 
age lighting systems work, with graphic illus- 
trations of the convenience, comfort and 
safety possible with this wiring. Single 
copies are available from Bridgeport, and 
quantity lots may be ordered from GE dis- 
tributors imprinted with the builder’s name. 


WIRING. Four Ways to Improve a Modern 
Masterpiece. Federal Electric Products Co., 
Dept. HH, 50 Paris St., Newark 5, N. J. 
8 pp. 82" x 11” 


Graphic presentation of four changes engi- 
neered into the company’s line of circuit 
breakers, with photographs and diagrams. 


AIR CONDITIONING. Electronic Air Clean- 
ers, AIA File No. 30-D-3.  Electro-air 
Cleaner Co., Dept. HH, 1285 Reedsdale 
St., Pittsburgh 33, Pa. 8 pp. 81.” x 11” 


Principles of operation, sizes and specifica- 
tions for the Electro-air line of air-cleaning 
units. 


HARDWARE. Power Tool Benches. Mor- 
rison Products, Inc., Dept. HH, 16816 
Waterloo Rd., Cleveland 10, Ohio, 4 pp. 
BY," x 11” 


PLUMBING. Milwaukee Economy Shower 
Fixtures. Milwaukee Faucets, Inc., Dept. 
HH, 318 E. Reservoir Ave., Milwaukee 12, 
Wis. 4 pp. 3” x 6” 


BUILDING PRODUCTS. Majestic Building 
Products, Majestic Co., Dept. HH, Hun- 
tington, Ind. 12 pp. 81,” x 11” 


Catalogue and specifications of the hun- 
dreds of hardware items made by this half- 
century-old firm. 


AIR CONDITIONING. Acme Flow Temp 
Heat Pumps. Acme Industries, Inc., Dept. 
HH, Jackson, Mich. 4 pp. 81.” x 11” 


Typical installations of the “weather ma- 
chine” that combines both heating and cool- 
ing in the same unit. Acme specializes in 
the ground or water-to-water principle, and 
the catalogue lists six different models. 


INSULATION. Installation Techniques. AIA 
File 37-C-3. Infra Insulation, Inc., Dept. 
HH, 525 Broadway, New York 12, N. Y. 
4 pp. 8” x 12” 


Diagrams and illustrations show how to 
install this accordion-pleated reflective insu- 
lation in every conceivable space, with prac- 
tical answers to ventilation and vapor forma- 
tion questions. 


BUILT-IN & 
RADIOS § 


-.- Only 3%” Deep! 


@ Fits in standard 4” partition 

@ Excellent tone and selectivity 

@ Installed as easily as any electric outlet 
® For kitchen, bath, bedroom, etc. 

@ Colored plastic panels 

@ Approved by Underwriters’ 
@ Retails for $43.50 less panels 


Write today for specifications 
and low builder prices. 


(Dealer inquiries invited) 


RADIO COMPANY 
1012 HH 2 Cleveland St., Clearwater, Fla. 
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When YOU buy 
a new home the 
odds are in your 
favor that 


a a a ee a 


MORTGAGE LENDER 


who financed it 


reads 


house + home 


the greatest influence in 
homebuilding 


DESIGN + CONSTRUCTION - FINANCE - 
SALES + MODERNIZATION 


HOUSE & HOME 
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